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CASES IN BRILLIANT COLOR 


1 Guaranteed to give maximum protection 
against tarnish. CARRYING 
2 Lined with brilliant blue, heavy velour plush. THIS 


FAMOUS 


5 No charge to dealer and consumer when SEAL 
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purchased with sets. 





















3 Free from disagreeable odor. 
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4 Free:from harmful chemicals. 
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Free ‘‘Prevent-Tarnish’’ 
Tuck-Away — Blue leather- 
grain fabric, lined with blue 
tarnish-proof plush. And 
available in three sizes—to 
hold 26, 34, and 50-piece sets. 
” 





Free “‘Prevent-Tarnish’’ 
Chest—Solid gum wood with 
a light walnut finish. Lined 
with blue tarnish-proof plush. 
Space for 12 to 16 extra 
pieces. Available for 26, 34, 
and 50-piece sets. 
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The mark of the International Silver * " , ~ 
Company —the world’s largest manu- Fi fa) & r 


facturer of silverware—the world’s Se SILVERPLATE 


largest advertiser of silverware. anal 
*REG. U.S. PAT. OFF. A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, Meriden, Conn. 
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this deserves 


thought .. « Star Cases have a strong selling 
appeal in their graceful lines 

and fine finish, which is backed up— 
reinforced—by the well known Star 


Quality and Workmanship 
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or several years 
we in the jewelry industry have been 
living from day to day on blind faith, 
and operating on curtailed merchan- 
dising and operation plans permeated 
with an unconquerable feeling of 
fear and trembling,” said Silas B. 
Regan of the Baldwin Miller Co., 
Indianapolis. “‘We vaguely believed 


that sooner or later the depression 
would turn and that we would see 
better times again; however, this 
mirage of the future seemed very 
hazy and distant; and at several 
times during the last three years our 
vision was almost entirely clouded 
with darkness. Thank God, we did 
not lose faith entirely; and now the 
time has come when it is no longer 
blind faith, but faith that is illum- 
inated by fact and reason. 

“The jewelry industry as a whole 
was very slow to react to the depres- 
sion. We feel that this was partly 
because the jewelry retailers as a 
whole did not foresee the future even 
to the degree that better merchan- 
disers in other fields saw it. We 
were very slow to curtail, and when 
we’ curtailed we did it with a ven- 
geance that present conditions do not 
warrant. We of the Baldwin Mil- 
ler Co. feel today that we have 
reached bed rock and have come to 
the point where good reason and 
actual conditions demand that we 
immediately plan our future business 
knowing full well that we are safe- 
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ly out of the quicksands of specula- 
tion and that we can build firmly, 
solidly, and substantially.” 


+ ¢ 4 
The emphasis on 


gold as the foundation of the jewelry 
industry in the April issue of THE 
JeweLers’ CIRCULAR together with 
the special articles on the subject 
seemed to strike a responsive chord 
among leaders in the jewelry in- 
dustry, many of whom have been kind 
enough to write us congratulatory 
comments upon the way the subject 
was handled generally. Among 
others who expressed their views 
was A. W. Church of the Star Watch 
Case Co., of Ludington, Mich., who 
in referring to this said: “The issue 
is very interesting and brings out 
the story of gold exceedingly well. 
It will certainly be a great day for 
the industry when gold returns to 
its own.” 


+ ¢ 4 


” ; 

t is true 
the jewelry trade has been tried more 
severely in the last two years than 
ever before in its history,” said Meyer 
L. Robbins of Untermeyer-Robbins 
& Co., “but with our trials has come 
a knowledge of realities and a forti- 
tude that should help the industry 
greatly as we build up after the de- 
pression. We find, both among the 
older and newer concerns that have 
weathered the storm, a new spirit to 
‘carry on’ on a basis that will en- 
dure and this is the new spirit on 
which our firm is banking for the 
success of ourselves, our customers 
and the trade in general. This spirit 
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SPEAKING OF THE JEWELRY TRADE a4 a a 


requires the development and sale 
of not only new and appealing mer- 
chandise but merchandise consistently 
priced and honestly made—merchan- 
dise behind which the retailer can 
conscientiously put his reputation. It 
looks to us as if the day of quality 
and intrinsic value is again dawning 
and that retailers will again be able 
to base their sales policy not on the 
slogan of how cheap in price, but on 
‘how much for the money. ‘The 
truth of the saying that the ‘quality 
lingers long after the price is for- 


a , is 3 ig: 


‘ 





—— 


gotten’ applies more to lines carried 
by the jeweler than those of any 
other industry as some retailers and 
manufacturers have learned to their 
sorrow.” 


+ ¢ 4 
dd 
W. have always 


believed that the manufacturer has 
two tasks of equal importance: 
First, to manufacture articles of 
good quality and, second, so to mer- 
chandise these articles that they will 
move in a continuous, never-ending 
stream from the manufacturer 
through the distributor and retail out- 
lets to the consumer,” said Oswald 
MacCarthy of the Sampson-United 
Corporation recently. 

“A new type of management will 
be required in this new business era 
—one that realizes the responsi- 
bility begins rather than ends when 











the goods reach the shipping plat- 
form. First of all, it seems to me, 
such management will concern it- 
self primarily with the manufacture 
of customers rather than the man- 
ufacture of the product alone. It 
will’ bring the engineering depart- 
ment closer to the consumer, so that 
the product constantly may be re- 
designed to be more nearly in keep- 
ing with what the public desires. It 
will bring the sales department 
closer to distributive factors, so that 
the marketing program constantly 
may be remodeled to give dealers 
greater cooperation and a _ larger 
profit opportunity.” 


q+ ¢ ¢ 


dd 
Lunges confidence, 
character and cooperation; these are 
the outstanding factors on which the 
continuity of the jewelry business 


will be based,” said Harry Wachen- 














heimer, well-known manufacturing 
jeweler of Providence, R. I., recently. 
Then he continued, “Today oppor- 
tunities are available as never before 
in the proper conduct of dependable 
business by dependable businessmen. 
There is an opportunity for service 
and progress and we intend to take 
advantage of this by establishing 
whole-hearted cooperation with those 
and only those in our industry who 
are dependable. Toward this end 
we shall soon begin an advertising 
campaign through trade papers which 
we believe can best serve our industry 
without ballyhoo. 

“At the threshold of this transi- 
tional era it is possible for those with 
vision to establish standards, having 
in mind a balance sheet showing on 
one side what to give and on the other 
side what risks we take in conscien- 
tiously doing our part to restore the 
jewelry business “To the ancient 
truth.’ ” 


q+ ¢ 4 


dd | f 
nstead of worrying 
about the business outlook why not 
be on the lookout for business?” says 
the Retail Bulletin of the Univer- 
sity of Wisconsin, adding, “It pays to 


push dependable merchandise of good 
quality on which you can make a 
reasonable profit.” The Bulletin 
agrees with the sentiment expressed 
by Harford Powel, at a recent Na- 


. tional Retail Dry Goods Association’s 


convention, to the effect, ‘““The Na- 
tional Quality Movement is just a 
reminder that we hold our fate in our 
own hands. If we are doing business 
at a loss today, we certainly won’t get 
rich by trying to do more business at 
a loss.” 


+ ¢ 4 


Bie latest scientific 


timing instrument in watch form is 
described in a recent article by the 
technical editor of the Swiss Journal 
of Horology. This is a chronograph 
which has been made with or without 
a split seconds mechanism, measuring 
accurately 1/10th seconds with per- 
fect precision. According to our 
Swiss contemporary, “the instrument 
is of the size of a pocket chronometer 
and its dial measuring 54 mm across 
makes possible the clear and distinct 
reading of the exact tenth of a second 
now found so important both to 
scientists and to sportsmen. ‘This 
1/10th second beat is established by 
36,000 oscillations of the balance 
wheel per hour. The instrument was 
created by the house of Ulysse 
Nardin of Locle and ‘Geneva and 
was constructed on the 24-line 
chronometer movement, so is eligible 
for a first-class bulletin of rating by 
the observatories.” 


q+ ¢ 4 


dd 
Pp rofit should be 


deliberately budgeted, since a store is 
primarily in business for profit,’ was 
the opinion expressed by a number of 
controllers and store heads recently 
interviewed by the Reggil Ledger. 
Their view was that planning should 
start with minimum profit and min- 
imum expenses for the store and then 
by working show the absolute min- 
imum of sales and markup required 
to make that profit. This method of 
planning is described as follows: 

“The minimum of budgeted profit 
should be a reasonable return on in- 
vested capital. To that should be 
added the uncontrollable items of ex- 
pense, then the controllable or va- 
riable items, to determine the min- 
imum of gross margin (in dollars) 
required. 
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“Taking into consideration cash 
discounts, the next step is to segregate 
that required number of dollars of 
gross margin into the various sources 
from which it can be derived. Reg- 
ular departments are first budgeted 
as to sales and margins. Usually 
there will be a gap between the num- 
ber of dollars of gross which the reg- 
ular departments can contribute and 
the total amount of gross required. 
It is then up to the ingenuity of the 
store’s executives to devise other 
sources of margin until the difference 
is made up. That is the one way, 
opinion runs, that stores can hope to 
come out of 1933 with a little vel- 
vet.” 

In this plan of budgeting backward 
the conventional procedure of budget 
making has been reversed. While it 
is doubtful if this plan would be 
necessary or even desirable under nor- 
mal conditions, it has merit for use 
in a period of business inactivity. 


a 


dé 
The passage of time, 
as indicated by watches and clocks, 
and by the calendar, is usually ex- 
pressed in terms of the mean solar 
day and its sub-divisions and multi- 
ples, the mean solar day being de- 








fined as the average time it takes the 
earth to make a complete rotation 
about its axis,’’ says Henry W. Bearce 
in an article in the Journal of Cal- 
endar Reform. The author who is 
connected with the United States 
Bureau of Standards goes on to say: 

“As a matter of convenience, the 
calendar year is made to contain an 
integral number of mean solar days. 
It would obviously be inconvenient 
and confusing to have the calendar 
year begin at any other time than at 
the beginning of a day, ie., at 12 
o'clock midnight. 

“The seasons are, of course, 
governed by the position of the earth 
with reference to the sun, and the 
tropical year is defined as the time 
it takes the earth to make a complete 
journey around the sun. This period 
is not divisible into an integral num- 
ber of mean solar days. That is, in 
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the time required by the earth to 
make a complete journey around the 
sun, the earth does not make an in- 
tegral number of complete rotations 
about its own axis. ‘This incom- 
mensurability of the tropical year and 
the mean solar day is the cause of 
much of the difficulty in calendar- 
making.” 


q+ ¢ ¢ 


“en world production 
of platinum up to the present time 
has been less than 12,000,000 ounces, 
which is equivalent to about half a 
year’s production of gold,” E. M. 
Wise, assistant director of the Inter- 
national Nickel Co. Research Labora- 
tory, told the Institute of Metals Di- 
vision of the American Institute of 
Mining and Metallurgical Engineers 





MAKE (T OF PLATINUM 
AND HELP 


THE GOLD SITUATION 















at the annual meeting just held in 
New York. 

Total world production of gold to 
date has been more than one billion 
ounces, he said. Production in recent 
years indicates that platinum is 100 
times rarer than gold and 1000 times 
rarer than silver, although sufficient 
deposits are available to assure the 
world of an adequate supply of 
platinum for future generations. 

Pointing out that platinum is bet- 
ter adapted than gold for many of 
the artistic and industrial purposes 
which annually require 6,000,000 
ounces of the yellow metal. Wise 
said that “every ounce of platinum 
or palladium—(two of the six metals 
of the platinum family)—used for 
these purposes would release an ounce 
of gold for monetary purposes.” 


q+ ¢ 4 


Hie position of 
the jeweler in regard to the luxury 
tax was most intelligently explained 
ina recent article that appeared in 
the Los Angeles Times by Frank A. 
Garbutt on the subject of “Luxuries 
and Prosperity.” In this Mr. Gar- 
butt pointed out the many errors 

emade by legislators in their persistent 
attempts to levy luxury taxes with the 
avowed intention of “soaking the 
rich” but with disastrous effects to 
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everybody. In _ referring to the 
jewelry tax he says: 

“Let us review the apparent, pos- 
sibly unconscious, working of the 
average minds of our tax-creating 
bodies. ‘We need money, therefore, 
we must levy more taxes. It is not 
popular to tax the masses, so we must 
tax the rich; they are too few to help 
themselves. We cannot tax neces- 
sities, they are too hard to get and it 
would throw too great a burden on 
the poor, besides being unpopular, 
therefore, we will “soak the rich.” 
Jewelry is a luxury; all right, we 
will slap a 10 per cent tax on jewelry 
and go on to the next item.’ 

“How it works: First of all, the 
poor jeweler has a hard enough time 
to sell his wares during good times. 
He pays high rents on_ high-class 
property and employs many _ high- 
class salesmen and assistants. As soon 
as his costs are increased 10 per cent, 
his rich customers as well as his mid- 
dle-class customers quit buying. He 
lays off two-thirds of his force. The 
manufacturing jewelers lay off their 
employees. ‘The watch factories lose 
money and they lay off men; the mak- 











LET’S BE COCKY AGAIN 


—I recently attended a meeting of the sales 
representatives of a large manufacturing 
firm. 

—The sales manager in his opening address 
which, by the way, held a mighty punch, 
said: 

“It’s my impression that you men have 
lost much of your confidence and even 
self-respect during the past two years. 
We’re all human and | suppose it’s per- 
fectly natural for you to have felt that 
way. But right now is no time for any 
of us to pamper an inferiority complex. 
“We..all know our product is a mighty 
good product. We know it’s even better 
this year than it was a year ago. There- 
fore | want you all to become cocky 
again. Then you'll fight harder and_ sales 
will increase all along the line.” 

—To be-cocky is to be confident, cour- 
ageous, aggressive, full of fight, in 
defense of your product, sure without 
doubt that you’re going to win in the 
battle for business. 

—Most of us have been cock-eyed long 
enough. Let’s be a bit more cocky from 
now on. 


pT ag = ame 


President. 
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ers of silverware are ruined and their 
factories close or reduce operation to 
a minimum and a few hundred thou- 
sand more men are thrown out of em- 
ployment by the asinine 10 per cent 


tax on a luxury designed to ‘soak the 
rich.’ ” 


o> * 
M4 
A jewelry business 


needs more than an able buyer to in- 
sure its success although this is one 
of the essential qualifications,” said a 
well-known manufacturer recently in 
calling attention to the necessity of 
retailers carefully planning their sales 








promotion campaign this year on en- 
tirely new lines to fit the present con- 
ditions. “Goods well bought may be 
half sold,” said he, “but we must not 
forget what Paul Findlay said in a 
recent article, ‘but any man fond of 
that saying is more than likely to for- 
get that goods half sold are as unsold 
as if they were not sold at all.” 


¢ ¢ 4 


oe sound advice 
was recently given in a statement by 
Lew Hahn, president of the National 
Retail Dry Goods Association, who 
was discussittg the question of mer- 
chants looking for additional lines 
outside their regular stock. Said Mr. 
Hahn: “We should ask ourselves 
these questions: (1) Will the expense 
of handling’ these lines be less than 
the extra contribution they will make 
to gross margin? (2) Will the ac- 
ceptance of a markup less than that 
with which we have been accustomed, 
tear down the markups we have es- 
tablished in our customary lines? And 
(3) will the handling of these lines 
require a specialized knowledge 
which we cannot supply or which 
will involve prohibitive costs?” 

But Mr. Hahn also remarked that 
“regardless of what the comptroller 
or expert may tell us about the re- 
quired markup percentage, if we can 
add lines that will bring $50,000 ad- 
ditional gross and will add to our 
present expense only $40,000, we are 
still better off by $10,000 anyway you 
try to figure it.” 




































SELL MORE 


Promotion Ideas Thar 





Your Business During 


Selling 


The sheepskin and 
the cap and gown, daisy chains and the valedictory, all 
have a commercial significance for the jeweler. Rarely 
is there a graduation ceremony that does not demand 
gifts from the parents and others interested in the achieve- 
ments of those who have mastered an educational pro- 
gram. 

The sales opportunities are profuse and profitable, par- 
ticularly profitable, as this once-in-a-lifetime event de- 
mands on the part of the parents a gift that carries with 
it the sentiment of a proud father and mother. If a watch 
is considered, it must have a life-time of service and sen- 
timent, and in many instances price is not the major 
consideration. 

If it’s a diamond ring, the quality again is of prime 
consideration, as no parent will give a graduation gift 
that savors of cheapness. Do not associate cheapness with 
low price. In many instances a budget is set but if parents 
fail to find a present appropriate at the fixed price, intelli- 
gent selling will convince them that the excess sum spent 
is an investment extending over a lifetime of usefulness. 

Graduations and weddings are the two outstanding 
events where salesmanship functions more forcibly than 
at any other time which demands gifts purchased in 
jewelry stores. You are addressing customers through 
their hearts rather than their purses and the opportunity 
for arousing the emotions and for using good common- 
sense conversation, without exaggeration, is unlimited. 
The children are parents’ finest possessions and it takes 
little imagination to build a selling talk that will excite 
the customer into making a decision to buy a better article 
as against one that is lower in price. 

It is necessary for the jeweler to formulate a merchan- 
dising plan that will assure him of his share of the gradu- 
ation business. This need not require a great expenditure 
of cash but rather an investment of surplus hours in the 
store translated into useful effort and work in contacting 
those who will purchase graduation gifts. 

Check at once the dates of graduation in all schools 
of your city, town or community. These dates can 
easily be ascertained through the school boards of the 
district having jurisdiction over the educational institu- 
tions involved in your search. 

Next, secure the names of the graduates, their addresses, 
and if possible their parents’ names. ‘These can be supe 
plied in most instances by the schools. In some localities 
a jeweler will have grade schools, high schools and col- 
leges from which he should secure the lists. With these 
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GIFTS FOR JUNE GRADUATES 


Will Help to Increase 


the Commencement 


Season 


lists as a basis the jeweler can devise a merchandising 
plan which will prove resourceful in attracting business 
to his store. 

Your first approach in interesting the parents should 
be a letter of felicitation upon their child’s graduation. 
Do not fill the letter with a business message. Make it 
sound sincere and personalize it to the nth degree. Try 
and get the intimate touch into the letter. Select an 
outstanding personality in the community who graduated 
from the same school and wish equal success for the child 
of the parents. Also—use the given name of the child. 
Try aline similar to this: “No parent should feel prouder 
than you now that Arthur is graduating with the Class 
of 33. To you I suppose he remains the same little 
tousle-haired fellow you knew a long time ago.”’ Make 
the letter human and interesting. 

You can skillfully inject a line about the graduation 
gift. But be careful not to make it a gesture of selling 
that is so obvious that it will be resented by the person 
receiving it. A follow-up can carry the direct selling 
message. A neatly contrived piece of direct-mail, illus- 
trating a number of items widely priced, should be in- 
cluded in the sales plan. 

If you serve a customer buying a graduation gift, find 
out if possible the names of other relatives who may pre- 
sent gifts. Follow up these names. 


Make telephone contacts 
and if you have a sales staff let the salesmen spend the 
morning calling on proud fathers at their offices. Make 
a selection of two or three items of merchandise when the 
approach is made so you have a definite suggestion to 
offer when the question, “well, what would you suggest 
for Elizabeth” is popped. Have a memorandum ready 
for him to sign if he would like to show it to others 
interested. This at least will bring one or both parents 
back to the store where you can expand your sales talk 
and thus complete the selection of merchandise. 

Pour as much quality selling as possible into the proud 
father. He will like the idea of being recognized and 
your suggestions will register an impression that will 
keep your store and merchandise before the minds of those 
considering the gift. 

If you can make a survey of the graduating class of 
32 to determine what gifts were most popular among 
the students, you will have some very helpful information 
to pass on to customers. It will be a guide to intelligent 
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Every parent wishes to reward that boy or girl grad- 
uate with a suitable token of love and pride and, 
despite the depression, will make every effort to 
satisfy this desire. All this means increased business 
for jewelers who have planned ahead to direct this 
trade to their stores. Jewelry and kindred lines 
are logical gifts for graduates. Get your share of the 
business by developing a practical selling campaign 
that will reach into the home and appeal to parents 
from a sentimental as well as a practical stand- 
point. Gift suggestions are always appreciated 
when made in a spirit of cooperation and good will, 
but care should be taken not to overdo your selling 
efforts and cause resentment. 





buying and selling. It will help you to close a sale, par- 
ticularly when you are battling with an undecided indi- 
vidual. It’s excellent material for your windows, and 
other forms of advertising. 

If you use newspaper advertising try and make your 
copy human. Don’t use phrases that are stiff, words 
that sound hackneyed, and layouts that are so uniform and 
uninteresting that the reader passes over the “ad” with- 
out noticing it. 

A headline like this will catch the eye: “We've asked 
138 prospective girl graduates what gift they preferred 
—over two-thirds said—watches—one-third diamond 
rings.” For the boys a line like this “The presidents of 
three of the leading banks in Blank City graduated from 
one of the following schools—all wear wrist-watches.” 

Try and avoid the old worn-out expressions in writing 
copy. Don’t be afraid to use new ideas in your adver- 
tising just because it hasn’t been done before. You'll be 
surprised how effective and striking your advertising will 
be if you have the courage to think independently. 

Show merchandise of course. But illustrate articles 


(Turn to page 47) 
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The Brightening Prospect 


PRIL 19 has been known hereto- 

fore as marking the beginning of 
the American Revolution in 1775 and 
the end of British control of the 
American colonies. April 19, 1933, 
may be looked upon in the future as 
marking the beginning of another 
revolution—one in the financial con- 
dition of this country that ended the 
reign of King Depression, who had 
this country as well as the world un- 
der his dominion for several years. At 
least, it will be looked upon as the 
beginning of an upward swing in 
prices, which economists have agreed 
has been necessary as a basis for the 
upturn in business generally. 

The action of the Administration 
in control of gold, even if it may have 
put us off the gold standard tem- 
porarily, was one that is accepted as 
of strategic importance in establish- 
ing our financial relations with other 
countries on a proper basis and put- 
ting us in a position to take our place 
in world trade. The immediate re- 
action both in the stock market and 
in the price of commodities tended to 
give both hope and assurance to the 
business men of this country that the 
worst is now over and that a new 
day has dawned in the appreciation 
of merchandise on the part of the pub- 
lic and also a desire to buy which has 
been lacking for a long, long time. 

With this has come a realization of 
the shortage of merchandise every- 
where, and in no industry is this more 
apparent than in the jewelry trade. 
That this will lead progressive mer- 
chants to fill up their stocks, at least 
to an extent that will satisfy the nor- 
mal wants of their customers, is a 
most natural assumption. He who 
has the courage and the capital to act 
first will be first in position to take 
advantage of the business that seems 
to be already in sight. This applies 
to importer and manufacturer as well 
as to wholesaler and retailer. 

Unless all signs fail, there should 


be an immediate improvement in the- 


agricultural sections of the country as 
the result of the appreciation of value 


of agricultural commodities. With 
the increase in the stock market will 
also come equities in securities which 
our businessmen have used as col- 
lateral that will give these people a 
buying power that for some time has 
been dormant to say the least. 

An analysis of the situation is im- 
possible at this time but as THE 
JEWELERS’ CIRCULAR goes to press, 
the prospects for the country at large 








GOING TO SCHOOL? 


—In B. V. D. days (before the vicious de- 
pression) many of us had ceased to go to 
school. 

—We thought we knew all there was to 
know; we were so sophisticated we forgot 
there was such a thing as perpetual motion. 

—But today—what a difference. We are all 
humble in spirit as well as pocketbook. We 
are more than eager to learn what it’s all 
about. 

—That’s one of several good things the de- 
pression has done for us. 

—Adult education is very much 
thoughts these days. 

—The business paper has been and is the 
greatest factor in adult education. 

—Let us all go to school again and learn how 
to read, think and apply that which we 
learn. 

—The JEWELERS’ CIRCULAR should be one 
of your schoolmasters during this most in- 
teresting development period that is ahead 
of us. 


in our 








and for the jewelry trade in particular 
seem to be rosier than they have been 
at any time in five years. 


i 


Sentiment in Business 


O the statement of the cynic and 

pessimist that “there is no sentiment 
in business,” the continuation of the 
Maiden Lane Historical Society is a 
standing and constant refutation. 

This organization, whose annual 
luncheon is reported in another col- 
umn, was founded over two decades 
ago by an handful of men gathered 
together to accept a tablet to com- 
memorate the history of New York’s 
chief jewelry thoroughfare. It had no 
relation to business and its object was 
simply to maintain and encourage in- 
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terest in the history of Maiden Lane 
and emphasize its unique character. 
istic as a locality devoted to jewelry 
and kindred industries. 

But the appeal to the jeweler was 
so strong that the Society grew into a 
strong organization which has perpet- 
uated the history of the New York 
jewelry district by the erection of 
many tablets and its annual luncheons 
continually bring together many of 
the old and young leaders of the trade, 
some of whom attend no other trade 
functions. 

It is as unique in the history of or- 
ganizations of businessmen as is the 
volume, “Maiden Lane, The Story of 
a Single Street,” which it published 
a few years ago, in the history of lit. 
erature. 


+ ¢ ¢ 
State Sales Taxes 
HEN Governor Lehman of 


New York signed the Buckley 
Bill, imposing a license tax on retail 
sales, jewelers and other merchants 
of the Empire State found their busi- 
ness hampered by a one per cent sales 
tax similar to that in effect in Indiana, 
Washington and other states. They 
will no doubt go through the same 
experience as did their brothers in 
Pennsylvania, where the one per cent 
sales tax passed last September for six 
months has now expired, and Missis- 
sippi, where a two per cent tax has 
been in effect for some time. 

Illinois recently passed a three per 
cent sales tax and although this has 
been declared unconstitutional by one 
court, it is still in effect until its le- 
gality is finally determined. Oregon 
recently decided to submit a one per 
cent sales tax to a referendum and this 
is now pending, while Utah is among 
states having the lowest sales tax, 
only three-quarters of one per cent. 
In Maine the tax bill has been de- 
feated and it is reported that the pro 
posed bill that has agitated the Texas 
merchants will be killed. 

In these troublesome times when 
state revenue from every source is 
scarce, jewelers must expect propost 
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tions for a sales tax to be favorably 
considered in many states that have 
not one now, and be prepared to put 
their business on a basis that will stand 
such a tax, if necessary. 

That these taxes will have a rezres- 
sive effect on business is self-evident, 
but from the standpoint of the busi- 
ness of the individual jeweler, the 
best way to take them is to absorb 
them in his selling price and say noth- 
ing about them to the customer. On 
the other hand, if the dealer is willing 
to stand the loss of business that will 
ensue in his attempts to force their 
repeal, the best plan is to tell the cus- 
tomer all about these taxes and let 
the public know what it is paying 
extra as a result of the legislation. 
The latter produces votes against the 
tax at the cost of the dealer’s sales, 
while the former plan adds to the 
dealer’s sales while strengthening the 
life of the tax. 


a 


A Sign of Progress 


NE of the many encouraging 

signs that may be taken as an 
expression of confidence in the devel- 
opment of the jewelry business came 
in the announcement recently to the 
effect that a jewelry exposition is to 
take place this year—to be held in 
Chicago, July 31 to Aug. 11, inclu- 
sive. The jewelry show will be held 
at the same time and in the same hotel 
as that of the Eastern Manufactur- 
ers’ and Importers’ Association cov- 
ering glass, china and art metal wares, 
and will be under the same general 
management. 

Tue JeEwevers’ CircuLar last 
October brought up the question of 
the possibility of an exposition in the 
Jewelry trade but the responses at that 
time were few, probably owing to 
busiriess conditions then extant. The 
determination to hold an exhibition 
late this summer or early this fall, 
it is understood, has come as a result 
of a canvass of jewelry manufacturers 
who expressed an almost unanimous 
opinion that such a project would be 
for the benefit of the industry. 
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Fitting each piece into the picture 


The confidence in the future of 
the industry this year shown by the 
manufacturers and the management 
behind the exhibition is gratifying and 
from present appearances will in no 
way be misplaced. A successful show 
this year, in Chicago, will no doubt 
be followed by another in New York, 
and may mean that that jewelry show 
will take its place in the industry of 
one or more cities as an annual event. 


+ ¢ ¢ 


Gemology Advances 


HE meeting in Chicago last month 

at which a permanent organization 
was effected by the Gemological Insti- 
tute of America marks another step 
forward in the progress and develop- 
ment of the jewelry industry of the 
country. If the plans of the founders 
of this Institute and its Board of Gov- 
ernors succeed even partially, the 
precious stone side of the jewelry busi- 
ness should be strengthened as never 
before and the real gemologist put on 
the way to a professional or semi- 
professional standing with the public 
that is absolutely necessary if he is to 
take the same place that he holds in 
many other parts of the world. 
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Necessarily the establishment of the 
Institute on a firm and general foun- 
dation with its Board of Governors 
representing the best element in the 
jewelry trade from the Atlantic to 
the Pacific Coast is most gratifying 
to those who have watched the move- 
ment from its inception. If the ideals 
and purposes expressed by those be- 
hind it are carried out, it will prove 
a potent force, not only in the educa- 
tion of the jeweler on the subject of 
gems but also in interesting the pub- 
lic at large in the science, nomencla- 
ture, and the history and legends sur- 
rounding precious stones to an extent 
that will prove of interest to gem col- 
lector and profit to:the dealer. 

One of the first effects of the work 
of the Institute we feel will be to in- 
crease the desire; of the progressive 
and serious retail jeweler to become 
a real expert in gemology and an au- 
thority whose position is recognized 
in his community. It will also afford 
him an opportunity to get the knowl- 
edge he needs, not only through the 
work of the Institute itself but 
through the incentive it will give to 
the establishment of branch societies 
and of gem courses in our various 
colleges and other institutions. 
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‘Phe nation-wide 


campaign launched in 1932 by retail jewelers of the 
country to bring out of hiding and put to work the old 
gold cached in jewel boxes, trunks and bureau drawers 
has thus far proved more successful than was anticipated 
and reports from all sections of the country tell of the 
sustained interest in this movement. 

The first public announcement of the campaign to 
reclaim and place in circulation the old gold in this coun- 
try was made in an address before the annual conven- 
tion of the New Jersey Retail Jewelers’ Association held 
at Atlantic City in May, 1932. At that time it was 
estimated that $450,000,000 worth of old gold was re- 
posing in the trinket boxes of the 30,000,000 odd families 
in the United States. It was pointed out that a similar 
movement had proved successful in England and jewelers 
were urged on both patriotic and business grounds to par- 
ticipate in this plan. 

The newspapers gave the idea wide publicity, jewelers 
were quick to realize the advantages and the public began 
to cooperate. Since that time the “Buy Old Gold” cam- 
paign has spread from coast to coast and the movement 
has been given added impetus by the action of the Govern- 
ment in its effort to build up the gold reserve of the 
United States. 

Retail jewelers associations have taken up the campaign 
and by cooperative advertising have done much to help 
the work. A notable example of this kind of cooperation 
is shown in the full page advertisement reproduced in 
miniature on the opposite page. This advertisement ap- 
peared in the Peoria Journal and not only attracted a 
great deal of attention but was instrumental in reclaim- 
ing a considerable quantity of old gold. Ralph Caplan, 
manager of the Kay Jewelry Co. at Peoria, in comment- 
ing upon the campaign said: 

“This was a cooperative event in which all the jewel- 
ers belonging to the Peoria Retail Jewelers’ Association 
participated. Our local newspapers cooperated splendidly 
and the event as a whole was quite successful. Our 
business from the inception of the campaign picked up 
considerably and the other jewelers report the same 
results. In my opinion the fact that our group of 


jewelers sponsored the event had much to do with its’ 


success.” 

Many retail jewelers acting alone have won public 
attention and incidentally increased store traffic by news- 
Paper advertising and window displays devoted to the 
“Old Gold” campaign. Notable among the jewelers who 
have been cooperating along this line is the firm of Bush 
& Walsh, Passaic, N. J. Mr. Walsh said: “The oppor- 
tunity for immediate profit is greater in this ‘old gold’ 
plan than any other of which I am aware. It brings 
Prospects into the store and takes out of circulation a lot 
of useless jewelry which only prevents the owners from 
purchasing something new.” 

Said a well known member of the New York trade: 
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“No more successful and generally beneficial movement 
has been fostered in some years than the drive to bring 
out the old gold and other precious metals hidden away 
among the useless possessions of most of the people of the 
country, rich and poor alike. It is found in old and dis- 
carded watches, charms, rings and other jewelry, old gold 
pens and pencils, broken and discarded tableware and 
similar articles which are to be found in almost every 
family. As the drive continues there is no doubt the 
amount brought forth as a result of the donations to 
churches, by Boy Scout movements and gifts to similar 
philanthropical organizations may reach the enormous 
proportions that it reached in England, the beneficial 
results going to the public, business and to the Govern- 
ment. 

“But in endorsing this movement, the jeweler should 
be careful at the same time to issue a warning to the 
people in their trading areas to the effect that the profiteer 
if not the ‘racketeer’ is already seeking to reap personal 
benefit from the work being done and is capitalizing on 
the patriotic appeal that has been made to the people to 
‘sell their old gold for the benefit of the government.’ 

“Already canvassers are spreading out not only in the 
cities but over the countryside as well seeking to buy old 
gold but many of these people are entirely irresponsible 
and some of their methods are questionable to say the 
least. The public at large has no knowledge either of 
the quality or the value of the articles which they sell. 
Their ignorance in this regard is often taken advantage 

(Turn to page 79) 























































BRIGHTEN MOTHER'S DAY 





‘There is greater 
interest being manifested each year in Mother’s Day. 
This year the day set aside to pay a tribute to that most 
sacrificing of all human beings is May 14—a day upon 
which we pause to express our sentiment a bit more 
tenderly, and more tangibly to Mother. 

We recognize the sensitiveness of the occasion in at- 
tempting to commercialize it to a point where it would 
become nothing more than an opportunity for another 
sales orgy. But the custom of gift giving having already 
been established, and the precedent existing, there should 
be no hesitancy on the part of any jeweler in taking full 
advantage of the occasion to attract as much of the gift 
money as possible to his store. 

In looking ahead to a successful merchandising cam- 
paign built around Mother’s Day the jeweler cannot be 
too sharply criticized if he views the event as being ded- 
icated to his and other dear old gray-haired mothers who 
are so lovingly cherished. She should by no means be 
forgotten on this eventful day but mothers of a younger 
generation are also deserving of their full share of con- 
sideration and must be made to feel that this day is also 
their day. 

Other lines of retail trade have successfully capitalized 
the event while the retail jeweler, who is the logical pur- 
veyor of suitable gifts for such an occasion, has in many 


Whatever Their Age They 
bols of Affection. Make 


Sales 


instances failed to take full advantage of the selling pos. 
sibilities offered. 

The character and prestige of the jewelry business 
place it in an enviable position to supply gifts that will 
not only express the deepest sentiments of endearment but 
at the same time provide lasting testimonials of love and 
affection to be cherished for years to come. 

All the important events of a mother’s life, be she 
young, middle-aged or on the sunset trail, are closely as- 
sociated with gifts from the jewelry store. Her first baby 
locket and ring, her school girl treasures, her engagement 
ring, the wedding ring, her wedding silver and kindred 
gifts, anniversary presents, birthday gifts and those to the 
children, all are centered around the jewelry store. Since 
the jewelry store has marked so many of the happiest 
moments of her life, it seems only natural that her 
Mother’s Day gift should be from this source. 

The entire selling campaign and promotion should be 
conducted with dignity. Make your appeal from the 
sentimental angle rather than with a merchandising view- 
point. And here is where great care must be taken be- 
cause it requires skillful treatment if you succeed in regis- 
tering the right kind of impression and with the same 
gesture influence sales. 

Inexpensive as well as more costly gifts may express 
the sentiment of Mother’s Day and in these times when 
purse strings are still held closely Mother will understand 
and appreciate the love which prompts the gift even if it 
is not as elaborate as a more prosperous time might sug- 
gest. Therefore in your advertising and window dis- 
plays be practical in the character of the merchandise you 
offer as appropriate Mother’s Day gifts. 

There are many appeals that can be propounded to 
customers intending to buy gifts. The gift that will bea 
lasting remembrance has a special significance. Emphasize 
this appeal. It will capture the interest of those intending 
to buy gifts. Everyone likes to present a gift that will 
endure through the years. Build your newspaper copy 
and window cards with at least a suggestion of this im- 
portant truth. 

In your customer list you have the nucleus of a very 
considerable volume of potential business. If your names 
are properly classified, you should know which are pos- 
sible prospects and to whom you can address letters and 
direct-mail pieces. Once you have determined upon your 
mailing list, prepare two or three letters for mailing. If 
you have an intimate acquaintance with your customers 
write individual letters. They are so much more effective 
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than fill-in types. Get some spirit into the letter that 
reflects a closeness to the occasion, a deep interest in what 
Mother’s Day really means to the one being addressed. 
Write a letter of the type you would like to receive— 
in which someone is suggesting some appropriate gift for 
your mother. If you adopt this formula your letters will 
be effective and produce sales results. 

The telephone can be profitably employed with the same 
customer list. Have some definite suggestions to make 
regarding items that can be given as gifts. 


When patterns are 


available you may suggest to the husband that unfilled 
pieces for services will be a welcome gift to mother from 
the kiddies. If you have the time, and the mornings are 
usually available, make a number of personal calls. Ap- 
pealing to the business sense of a man in the permanency 
of a gift is not difficult. 

You will in many instances relieve him of the shopping 
detail which in most instances is an objectionable duty to 
the average man. Sell a tangible idea when you visit him 
at his place of business. Make it practical and sound. 
There is no reason why the same sales practices cannot 
be applied to the women customers of your store. One 
of the finest jewelry firms in the middle west has tried the 
plan, and the appreciation on the part of the customers 
in having personal calls from this ultra-smart store sur- 
prised and pleased the manager. 

Remember, you are not competing with another 
jewelry store in your effort to develop the Mother’s Day 
gift business. Your struggle for sales volume is with 
other retail stores which are exerting every effort to win 
this business. 

In planning your newspaper campaign, try for some 
individuality in your layout. Some stores have spotted 
their Mother’s Day ad with.a small silhouette of a digni- 
fied profile. Others have used some new border treat- 
ment, with the date always prominently displayed. 

In featuring merchandise keep the price level within a 
range that will attract customers. To feature a few items, 
expensively priced, you limit the possibilities and prospects 
of sales. The pressure of economic spending has not lifted 
very much. There are some customers who only have 
$2 to spend. Give them the opportunity to make their 
purchases in your stores. It is excellent prestige and builds 
future patronage. 

List many items in your ad—illustrate some exceptional 
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values. If you have a buying source that will work with 
you on a quantity order, run a few Mother’s Day specials. 
You’d be surprised at the very fine stores that are doing 
it! 

Your windows are invaluable in conducting a sales 
promotion drive for Mother’s Day gift business. The 
emotional appeal can be effectively introduced into your 
window displays. A very fine portrait of a lovely old 
lady will always win admiration and attract passing traf- 
fic. The symbolic picture of Mother as interpreted by a 
great American artist can be used in an expensive frame. 

Large silhouettes mounted on the background of the 
window will attract crowds, particularly if certain ar- 
tistry is used in the display arrangement. The mothers 
of great Americans may serve to interest a curious win- 
dow shopping group. 

The white carnation is the floral emblem of Mother’s 
Day. Nothing will fill your windows with as much sen- 
timent as a vase of fresh carnations. Keep them in the 
window during the entire campaign. Change their posi- 
tion to keep the display from lacking interest. 

If your store permits special tables, set aside one or two 
for special Mother’s Day gift items. Nothing pleases a 
customer more than having a wide selection of merchan- 
dise. Don’t hide it. 

It is possible for jewelers to get a large slice of the 
Mother’s Day business if they put thought and energy 
into this campaign. Start work at once. 











QUALITY ARGUMENT SELLS 





M. J. SIEMER 


Shown in section of clock department where 
a large selection of electric clocks are on 
display 
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Featuring Clocks 


by 
M. J. SIEMER 


Buyer Clock Dept. 


Mermod-Jaccard and King Jewelry Co. 
St. Louis, Mo. 


I. selling electric 
clocks and planning our merchandising methods we prefer 
to emphasize the quality of the article and reliability of 
the manufacturer as the most important factors in making 
the sale. 

Since there has been a stability in the manufacturing of 
clocks that measures up to some definite standard many 
of the former abuses that existed have been eliminated. 
The present manufacture of electric clocks is pretty well 
confined to experienced makers who have had a practical 
background in the clock field. They represent well- 
known names of which the customer has an appreciation 
as representing value in the clock field. 

In making our sales presentation we try to stress these 
facts: that the customer is buying an electric clock made 
by a firm that knows clocks and has a reputation for time 
accuracy and quality. These facts can be capitalized in 
convincing customers that price is not the determining 
appraisal of a clock. 

The easiest approach in building a volume business in 
electric clocks is through kitchen and boudoir clocks. Less 
resistance is encountered because they are bought for utili- 
tarian purposes and are used in locations in the home 
where time becomes an important function in the operation 
of the household. 

Clocks are always bought upon the one principle of a 
source of accurate time. Therefore the necessity for hav- 
ing a good electric clock, and not just another clock, can 
always attract the interest of the customer. The various 
opportunities, when time must be depended upon, can 
always be developed into convincing and effective sales 
arguments. Time dependability is foremost in the cus- 
tomer’s mind and directing your selling effort into this 
channel will find a ready response. 

The unfortunate experiences of many customers who 
invested in poorly constructed electric clocks have halted 
to some extent the forward movement of progress in this 
field. Tactful selling can usually break down the ob- 
jections. ° ‘ 
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ORE ELECTRIC CLOCKS. 
of Reliable Makers Proves an Advantage 


The self-starting feature of electric clocks, we find, is 
an effective sales point to advance to the customer. Cost 
of electrical operation is seldom mentioned by the cus- 
tomer, but when this point is brought up we can quote 
the average cost for operation per month. 

We have experienced a demand for electric clocks in 
the higher priced field. In mantel clocks selling above 
$15 there is a wide opportunity for better designs and 
more interest in style. If a customer wants to buy a really 
fine mantel clock the selection is limited. Available types 
are not as modern as they should be in line, proportion and 


design. 


W. think it 


possible to stimulate greater interest in electric clocks in 
the higher price brackets if a more effective study is made 
of better clocks for better homes. Clocks in this field 
must meet the demand for modern homes and decorations 
and have to harmonize with the appointments and periods 
of today’s furnishings. 

We have discovered that the average customer comes 


into the store and simply asks to see “an electric clock.” 
We know, of course, that nationally known names do 
make their impress on the customer’s mind in choosing 
a clock, but in a majority of cases the customer is willing 
to accept the recommendation of the jeweler. People 
come into the jewelry store to buy an electric clock be- 
cause of the prestige of the store and the confidence that 
has been built up by this business over a period of years. 
This is true in the better grade clocks, as the jewelry 
store has always been associated with an institution fa- 
miliar and experienced in watches and clocks and does 
have a more complete knowledge in selling merchandise 
of this character. 

An effective method of securing prospects for our clock 
department is through our clock service department. In 
this division of our business we have two men who, every 
week, wind over 1700 clocks and keep them serviced. 
Frequently a clock becomes uneconomical to repair and 
the service man will suggest that the customer investigate 
an electric clock. The service man will determine the 
type of clock in which the customer is interested and bring 
one to the house for inspection. This naturally gives us 

(Turn to page 79) 





A business-pulling display featuring “old timers” and modern electric clocks 
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Established 1866 





Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 


Antwerp—48 Rue Simons 
Amsterdam—33 Sarphatistraat 


Cutting Works: 














64 West 48th Street London—23 Holborn Viaduct 
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That the Gemological Institute of America is a non-profit, scientific and educational organiza- 
tion established to further the spread of education regarding gems. Its educational division 
furnishes mail instruction for those individuals who find it most expedient to thus prepare 
for examination as CERTIFIED GEMOLOGISTS. Its sale of gem-testing instruments is a 
minor non-profit activity to assist the spread of Gemology. 


That the G.I.A. prefers to enroll its mail students from among adult members of the jewelry 
trade but that it accepts, in lieu of its own preliminary course, proof of the completion of 
undergraduate and extension courses in mineralogy in accredited universities, and assists uni- 
versities in the establishment of extension night courses for jewelers. 


That G.LA. courses leading to exam for CERTIFICATION include 2 1/3 years of mail instruc- 
tion in gemology, the science of diamonds and other gems, including study of specimens and use 
of instruments, business ethics as applied to gem selling and suggested methods of sales of 
gems. Possible enrollment in G.LA. CERTIFIED GEMOLOGIST course for the year of 1933 
is expected to be filled within a few months. 


That final examination for certification as Gemologist is not limited to students of the G.I.A. 
Details regarding exams are obtainable from most national or regional trade associations or trade 
papers or from the Institute. 


That the general policies of the G.I.A. are to be directed by a Board of leading retail jewelers 
and its educational policies by Boards composed of outstanding educators in the sciences in- 
cluded in Gemology, recognized trade authorities, and officers of the prominent jewelry wane 
associations. 


That any further information may be obtained from the home of the 


GEMOLOGICAL INSTITUTE OF AMERICA 
°3511 West 6th Street Los Angeles, Calif. 
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Scene at 
Ancient 
Colombian 
Emerald 


Emeralds o 


A Brief Outline History of the Discovery of the First Mine by 
the Spaniards and Its Rediscovery in 1896 


Mine 
Which Was 
Re-Discovered 
in 1896 


Colombia 


By ALFRED L. MAURER 


Nore—Recently, while in the office of Albert Ramsay, a 
lapidary and authority on precious stones, I had the pleasure 
of meeting Charles Mentzel, a mining engineer to whom be- 
longs the credit for the first scientific investigation of the 
Chivor emerald occurrence in Colombia, South America, as 
a result of his exhaustive geological study of the region in 
1926. In addition, he is an ardent student of Colombian his- 
tory, having in his library some very valuable first editions 
in the original Spanish. Recognizing the propitiousness of 
this opportunity to learn something about emeralds from the 
two experts in whose presence I found myself, I broached 
the subject, and following is a composite story of the romantic 
history of the stones as told to me by them. 


= 


have been known to man longer than Christianity. They 
were highly prized by the ancients who obtained them 
in Upper Egypt. That source has long -since been 
depleted. 

Gonzalo Jiminez de Quesada, Spanish conqueror of 
New Granada, now known as Colombia, started from 
the settlement of Santa Marta in 1536 in command of 
a band of his fellow countrymen and Indians for the 
purpose of exploring the interior. As he progressed he 
was compelled to subjugate the tribes in his path in ad- 
dition to having to force his way through nearly im- 
penetrable jungle. Eleven months of arduous toil were 
required to reach Guacheta where he was presented 
with nine emeralds, the first he and his followers had 
seen in the New World. The beauty of the gems 
whetted the avarice of the invaders and they sought, 
through wile and guile, to ascertain their source. The 
Indians guarded the secret jealously, however, and, 
finally, Quesada, having heard of the fabulous wealth 
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of the Zipa, ruler of the Chibcha race, decided to push 
on to his palace, located in the approximate vicinity of 
the present city of Bogota. Famine, fever and warfare 
exacted their toll and when he finally reached his ob- 
jective he had but a handful of his original force left. 
Anticipating the outcome of the attack the Zipa, in- 
tent upon saving his treasure from the ruthless Spaniards, 
fled with as much of it as he could transport. In his 
precipitous flight he was, however, forced to leave some 
emeralds and gold for the victors. 

Three months later, an Indian youth, less discreet 
than his predecessors had been, yielded to Quesada’s 
methods and disclosed the location of the emerald mines 
as being near Somondoco. With hope revived the band 
advanced to Turmequé where Quesada decided to rest, 
delegating Captain Pedro Fernandez Valenzuela to con- 
tinue the search with a detachment, chosen for the pur- 
pose. After following the course of the Garagoa River 
for a few days, Valenzuela reached the site of the mines. 
They were situated on a spur of the Andes at a point 
from which the Llanos, the vast plains of the Orinoco, 
could be seen through a gap in the mountains—the only 
spot in that region from which they were visible. ‘This 
fact was destined to have an important bearing upon 
the future history of the mines. After securing specimens 
to substantiate his story, Valenzuela returned and re- 
ported his discovery to Quesada. Subsequently four 
chests of emeralds were sent to the Spanish Crown by 
the latter. 

In 1592, Francisco Maldonado de Mendoza took the 


mines under Royal grant. He constructed an acequia 
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or aqueduct by means of which water could be brought 
from distant streams to facilitate the operations during 
the dry season. The Spaniards forced the Indians to 
labor as slaves, despite laws to the contrary enacted at 
the instigation of Bartholomé de Las Casas, a missionary. 
The native population was fast being decimated, when, 
in 1675, Charles II, King of Spain, yielding to the ex- 
hortations of the Pope, ordered the mines abandoned with 
a view to terminating the evil. With the cessation of 
operations, the jungle, ever alert to reclaim that which 


Emerald 
Crystal in 
Calcite 
From 
Columbia 





man has snatched from it, gradually closed in upon the 
workings, eventually blanketing them beneath a growth 
of tangled vegetation which hid them from the eyes of 
man for two centuries. 


Don Francisco Restrepo 
a Colombian mining engineer, while perusing an old his- 
tory in 1896, came across a description of the discovery 
of the mines by the Spaniards, as set down by Fray Pedro 
Simon, 359 years earlier. A spirit of adventure, coupled 
with an appreciation of the remunerative possibilities, led 
him to organize an expedition and set out to locate the 
mines. His chances of success depended upon his ability 
to find that spot in the Andes from which he could see 
the Lianos through a notch in the mountains. Repeated 
failure had stripped the undertaking of much of its origi- 
nal glamour but Restrepo refused to accept defeat. One 
day a member of the party stumbled into an excavation, 
which the leader took to be one of the old reservoirs. 
Hoping against hope, he had an Indian climb a tree for 
the purpose of locating the Llanos. When the scout re- 
ported that he could see the plains, Restrepo felt that his 
ambition had been realized. A further search disclosed 
the workings and the acequia, thus confirming the fact. 
He organized the Chivor Emerald Mine Co., which, 
although unable to finance active development, managed 
to pay the taxes in advance for 20 years, thereby secur- 
ing exemption from further taxation in perpetuity and 
excluding the government from any share in the owner- 
ship. 
After the World War had prevented a German syn- 
dicate from exercising an option which it held upon the 
Properties, an American company entered negotiations 
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for the mines. Meanwhile representatives of the Ger- 
man interests returned to the scene and a contest of wits 
ensued, the result being that the Americans were left in 
possession. 


‘Ves fact that 


Pizarro found emeralds in the Inca temples when he con- 
quered Peru gave rise to the name “Peruvian emeralds.” 
Inasmuch as no deposits have ever been found in any 
country upon the South American continent but Colom- 
bia authorities agree that the stones came from there. 
The vast hoards of emeralds seized by the Conquista- 
dores, as well as those taken from the Somondoco mines, 
all found an outlet through Spain. ‘They were finer 
than any theretofore seen and were designated as “Span- 
ish emeralds” to distinguish them from others of inferior 
quality. The term, which has persisted, is misleading 
unless it be understood to indicate certain characteristics 
of the stones rather than the country of their origin. 
All so-called “Spanish emeralds” come from Colombia. 

The Siberian emerald fields, discovered in 1830, have 
produced commercially but the stones are not nearly as 
desirable as those from South America. 

In India some emeralds are referred to as “Oriental 
emeralds.” ‘There is nothing more tangible in justifica- 
tion of the title than the story of a mine whose previous 
existence is so indefinite as to border upon the legendary. 
The chances are that these stones found their way into the 
country from outside sources. In the jewelry trade the 
name “Oriental emerald” is the term used to describe the 
green corundum or sapphire. 

The entire matter may be summarized by saying that 
the world’s finest emeralds are found in Colombia and 
of them, most brilliant and most beautifully colored stones 
are taken from the Chivor mines. 

The gentlemen to whom I am indebted for the fore- 
going entertaining and enlightening narrative have prom- 
ised to tell me of their most recent trip to the mines and 
how the Chivor emeralds are obtained. It is my inten- 
tion to hold them to their word when the occasion pre- 
sents itself—and may it be soon. 


The composition of the Colombian emerald, according 
to Bauer, is: 


Se CO oon ncesddd.. ree 67.85 
po a) ee 17.95 
CIO © os ete odewesietueone 12.4 
Chromic oxide (CraQp) .....ccccee-: trace 
pe Pere ee 0.9 
ee La er 0.7 
a, err rere 1.66 
Goethe Wh: 4s sa ei e sane thease 0.12 


It differs from other beryl gems in the fact that it 
has a trace of chromic oxide and this it is believed by 
scientists produces the beautiful green color. The color 
is not always distributed uniformly through its substance, 
and differently colored portions may occur irregularly 
or in layers. 

In hardness, the emerald is represented in the scale at 
714, a little above quartz but below topaz. Its specific 
gravity is also rather low, that of Colombian emeralds 
is found to be 2.67. Emerald is unattacked by acid ex- 
cept hydrofluoric acid. 
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Gem Men Convene at Chicago 


Board of Governors of Gemological Institute adopt constitution and 
by-laws, select officers and committees and plan educational campaign 
on many lines 


Cuicaco, April 14—During the past four days prom- 
inent retail jewelers from every section of the country 
have been in Chicago attending sessions held to consider 
future plans for the Gemological Institute of America. 
Most of these sessions were executive, but on two occasions 
the meetings were open and lectures were given for the 
benefit of students who are taking the courses offered. 

Tuesday evening, April 11, at the open meeting, the 
general discussion was on ways and means of establish- 
ing night courses in Gemology at the universities of 
Chicago and Northwestern and also the organization 
of a Gemological Society in Chicago. Definite plans 
for both movements are expected to be announced early 
in the fall. 

Thursday afternoon there was a lecture on the gem 
collection of the Field Museum conducted there by Dr. 
A. J. Walcott, of Northwestern University, assisted by 
Dr. Nichols, of the Museum of Science and Industry. 

At the evening session held at the Palmer House 
Robert M. Shipley, president of the Institute, lectured 
for the benefit of students present. 

The real business of the week was the meetings of 


the Board of Governors who met to consider plans for the 
permanent organization and discuss plans for the future 
development of the Institute, and of Gemological socie- 
ties and clubs. This group which accepted the responsi- 
bility of assisting in establishing the gemological move- 
ment in America adopted a constitution and by-laws 
which provide for the permanent organization of the 
Gemological Institute as a non-profit organization, whose 
activities and policies are to be directed by this Board of 
Governors and through its chairman, Godfrey Eacret, 
Shreve, Treat & Eacret, San Francisco, Calif. 

In addition to the chairman the present personnel of 
the Board is: James D. Dougherty, Minneapolis; Louis 
Esser, Milwaukee; Myron Everts, Dallas; Paul Hardy, 
Pittsburgh; Frank Heitkemper, Portland, Ore.; Edward 
F. Herschede, Cincinnati; O. C. Homann, Omaha; Wal- 
ter M. Jaccard, Kansas City; Francis A. Keating, Pitts- 
burgh; W. G. Thurber, Providence, and Leo J. Vogt, 
St. Louis, almost all of whom were present at the meet- 
ings. 

Robert M. Shipley continues as president of the Insti- 
tute and will direct its educational activities from his 
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office in Los Angeles, and will be assisted by the presen 
five members of his office organization. 

The entrance examination board of three and the final 
examination board of five (a majority of each to be known 
educators in the field) will be selected by the two advisory 
boards of the Institute, upon which are already Serving 
every living English writer of text books upon gems, 
leading gemological educators, trade authorities and repre. 
sentative members of the jewelry industry. 

In addition to the giving of instruction to students of 
the Institute, it will be the purpose of the Institute to 
disseminate gemological information not only in the 
trade but to the public through libraries and travel ex. 
hibits, and the encouragement of undergraduate and ex. 
tension courses in gems by colleges and universities of the 
country: to cooperate with other professional organiza- 
tions like architectural and engineering; to give national 
publicity to the fact that members and graduates of 
such organizations are especially prepared to protect the 
interests of the public. 

Among committees appointed at this time are: 


Membership: W. B. Thurber, Francis Keating; Frank 
Milhening, and Joseph Moyer. 





Committee on Dissemination of Gemological Informa- 
tion: James B. Dougherty, Leo Vogt, Oscar C. Homann, 
John F. Vondey. 


Membership Ethics: Edward F. Hershede, F. B. Thur- 
ber, Walter Jaccard, C. I. Josephson and E. L. Both- 
well. 

All those in attendance expressed encouragement with 
the progress made up to this time and predict that ina 
short time the jewelry industry will be alive to the possi- 
bilities of the movement and cooperate fully to the devel- 
opment of the gem trade to a profession. 


A CORRECTION 


The following letter has been received from Edwin 
Levisohn of Levisohn, Niner & Levisohn, counsel for 
Abelson’s, Inc., against whom J. R. Wood & Son, Brook- 
lyn, recently filed suit claiming infringement of their 
Design Patent No. 87097 for a ring featuring a double 
row diamond circlet with any side design. The letter, 
signed by Mr. Edwin Levisohn and sent under date of 
April 19, states: 

“This letter is being written with respect to the item 
published on page 43 of your issue of THE JEWELERS 
Crrcutar for April, 1933, and entitled “Design Patent 
Suits Started Over Double Row Diamond Rings.” The 
item appearing thereunder is not only inaccurate but mis 
leading and without foundation in fact in that Abelson’s, 
Inc., is the only defendant in that suit. Neither the 
Bristol Seamless Ring Co. nor Shiman Bros. & Co., Inc, 
has joined Abelson’s, Inc., nor is either in any other way 
a co-defendant in that suit. 

“There is no basis whatsoever for the statements re 
ferred to, as a simple inspection of the court records will 
promptly reveal. 

“Accordingly, we shall thank you to make correction 
of this error in your next issue of THE JEWELERS’ Ci 
CULAR and give the correction as prominent a place # 
was given to the mistaken announcement.” 
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Gifts for June Graduates 
(From Page 31) 


that are acceptable and appropriate for gifts. Watch your 
price range in offering merchandise. Remember the 
grade-school graduate hasn t reached that age of maturity 
where the family are willing to sacrifice the “family 
plate.” : 

Try one “ad” listing a great number of items, offering 
many and varied pieces of merchandise in a low and high 
price range. You could use a head like this: “Would 
your boy or girl like you to select a gift from these 70 
ynusual items?” This is not the answer to the perfect 
headline but it is an attempt to give you the direction 
of your approach. © 

Nothing you can do to develop the business accruing 
from graduation ceremonies will be as effective in produc- 
ing direct business as will your display windows. It’s at 
this point of contact that the customer meets the store 
and its merchandise. 

The value of the window in direct relation to its sales 
possibilities depends upon the persuasiveness of the appeal, 
the attractiveness of the display from an eye-compelling 
viewpoint. Before you plan a graduation window ask 
yourself these simple questions. Will it attract people? 
Is it different from my everyday display? Is there a 
background which I know has certain recognized features 
that catch quickly the eye of those passing? Is the mer- 
chandise shown distinctly graduation gift items? Are 
the elements in the display of human interest value? 
Would it hold your attention? You should be able to 
plan effective windows if you conscientiously ask yourself 
these questions. 

Here are definite suggestions that can be applied in part 
to your window displays. Dedicate your window displays 
for a certain period to the various schools. Make a search 
for early pictures of the school or college graduating 
classes, teacher groups, commencement programs and 
other’ material of this type that will not only arrest the 
attention of the school students but former pupils as well. 
The school colors will assist in attracting attention. If 
school trophies are available—use them. Find the oldest 
diploma in the community and exhibit it. 

Of course the cap and gown, together with the diploma, 
is always effective material in graduation windows. Little 
else is needed for attention value in a display of this type. 
The treatment of lighting and composition are most im- 
portant and should harmonize with the setting and display 
of merchandise. Add to this a vase of fresh flowers skill- 
fully placed in the window and you have created a suc- 
cessful window with crowd-stopping qualities. 

Plan a window for boy graduates and one for girl 
graduates. Show appropriate items in each display unit. 
If you can get photos of the classes use them frequently 
during your window campaign. 

Contests are acceptable but this is an idea that must 
be decided by the jeweler. There are advantages and 
disadvantages. If properly planned, with some feature 
developed around civic interest, they usually command 
attention. 

For store interior selling, devote two display cases, one 
for boys and one for girls, to novelties and jewelry other 
than watches and diamonds. 
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A variety of Original Designs each with a good quality 
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rings. 
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President's Order on Gold 


Executive Admonition Against Hoarding of Gold Coin, Bullion 


or Certificates Specifically Provides for Its Legitimate Use in Industry 


WasHINcTON, D. C., April 5.—The long expected 
formal order to “gold hoarders’” by the President was 
issued yesterday with the result that it is expected about 
$1,000,000,000 in certificates, coin and bullion now in 
private possession will be returned to banks before the 
deadline set by the order, May 1. However, the fear 
expressed in some sections of the jewelry trade that this 
order might interfere with the legitimate manufacture of 
gold articles was completely dissipated because there was 
nothing in the order that had not already appeared in 
the April issue of THE JEWELERS’ CIRCULAR which ex- 
plained that the government did not intend to interfere 
with the legitimate use of gold in the arts and crafts and 
also explained how such gold could be obtained pending 
the final regulation and licensing system that will be 
introduced by the Treasury Department. 

The chief purpose of President Roosevelt’s order is to 
restore to the country’s reserves gold held for hoarding, 
the withholding of which under existing conditions does 
not promote public interest. Under Section 1, the term 
“hoarding” means the withdrawal or withholding of 
gold bullion, gold coin or gold certificates from the recog- 
nized and customary channels of trade. 

Section 2 of the order provides: 


All persons are hereby required to deliver on or before May 
1, 1933, to a Federal reserve bank or a branch or agency thereof 
or to any member bank of the Federal Reserve System all gold 
coin, gold bullion and gold certificates now owned by them or 
coming into their ownership on or before April 28, 1933, except 
the following: 


(a) Such amount of gold as may be required for legiti- 
mate and customary use in industry, profession or art within 
a reasonable time, including gold prior to refining and stocks 
of gold in reasonable amounts for the usual trade require- 
ments of owners mining and refining such gold. 

(b) Gold coin and gold certificates in an amount not ex- 
ceeding in the aggregate $100.00 belonging to any one person; 
and gold coins having a recognized special value to collectors 
of rare and unusual coins. 

(c) Gold coin and bullion earmarked or held in trust for 


a recognized foreign government or foreign central bank . 


or the Bank for International Settlements. 

(d) Gold coin and bullion licensed for other proper 
transactions (not involving hoarding) including gold coin 
and bullion imported for reexport or held pending action 
on applications for export licenses. 


It will be seen that an exception is made that covers 
the needs of the jewelry trade in sub-section (a). 

Section 3 provides for the return of gold coin, bullion 
and securities within three days after April 23 distinctly 
states that it does mot apply to such gold held for pur- 
poses classified in Par. a, b, and c. 

Section 8 of the order provides: 


The Secretary of the ‘Treasury is hereby authorized and 
empowered to issue such further regulations as he may deem 
necessary to carry out the purposes of this order and to issue 
licenses thereunder, through such officers or agencies as he 
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may designate, including licenses permitting the Federal re- 
serve banks and member banks of the Federal Reserve System, 
in return for an equivalent amount of other coin, currency 
or credit, to deliver, earmark or hold in trust gold coin and 
bullion to or for persons showing the need for the same for 
any of the purposes specified in paragraphs (a), (c) and (d) 
of Section 2 of these regulations. 


A violation of any of the provisions of the executive 
order or of any rule, regulation or license that may be 
issued thereunder may be punished by a fine of not more 
than $10,000 or imprisonment for not more than 10 
years or both. Any officer, director or agent of a corpora- 
tion who knowingly participates in any such violation 
may receive a like punishment. 

The final regulations of licensing system under which 
jewelers will get their gold are expected to be issued in a 
few weeks. 


Tax Applies to All Articles Plated With Precious Metals 
Irrespective of Thickness of Plating 


WasuinctTon, D. C., April 7—C. M. Charest, gen- 
eral counsel of the Bureau of Internal Revenue, has writ- 
ten the following opinion in connection with a request 
regarding the taxability of articles plated with precious 
metal. He says: 

An opinion is requested whether articles within the 
scope of section 605 of the Revenue Act of 1932 are sub- 
ject to the tax imposed thereunder when ornamented, 
mounted, or fitted with precious metals or imitations 
thereof by the electrolytic and other plating processes. 

Article 31 of Regulations 46 provides, in part, as fol- 
lows: 

“The term ‘precious metals’ includes platinum, 
gold, or silver, and other metals of similar or greater 
value. The term ‘imitations thereof’ includes plat- 
ings (except in the case of silver-plated ware) and 
alloys of such metals. In order that an article may 
be subject to the tax by reason of its ornamentation 
of precious metal, etc., such ornamentation must be 
substantial; for example, glassware, china, pottery, 
and like articles would be subject to the tax if gold or 
silver is used in their ornamentation as a filigree, but 
the mere gilding of such articles or their decoration 
by means of gold leaf or silver leaf would not bring 
them within the taxable class. Picture frames and 
books are not subject to the tax merely by reason of 
adornment with gilt or gold leaf or silver leaf. 
(Italics supplied.)” 

The provision that the ornamentation must be sub- 
stantial can not be construed to mean that plated articles, 
other than silver-plated ware, will be exempt from tax. 
The use of the word “substantial” is intended to exclud= 
from the taxing provisions articles having a slight orna- 

(Turn to page 79) 
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value. We would be pleased to tell you if representation is available in your city. 


ROGERS, LUNT & BOWLEN Silversmiths - Greenfield, Mass: 
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Let's | alk About 


~ Selling Gifts 
for 


the June Bride 


Silver for the June 


bride has held first place for years and the wedding sea- 
son just ahead offers an excellent sales opportunity not 
only for silver but for other gifts as well. This business 
will not come marching into his store unless the jewele: 
makes an effort to turn it in his direction. 

Window displays of a few pieces of silverware carefully 
arranged are always an addition that will stop passersby 
and attract more trade. Set tables are also an excellent 
way to show silverware and this same method also can be 
used to display other gifts for the June bride. 

The home has always been the center of true hospi- 
tality and the dining table is the center of a woman’s 
expression of her individual taste. Set a bride’s table in 
your store and be sure that it is correct in every detail. 
Advertise this fact and invite the public to inspect it. It 
will interest prospective purchasers of gifts for the June 
bride and add prestige to your store. 

With this idea in view the table settings shown here- 
with were prepared. The one at the top of the page is 
the center of a formal dinner table and if space will not 
permit the arrangement of a complete table this center 
section can be arranged in a window display. 








Hospitality dressed in silver 


The “after the theatre supper” is a popular form of 

home entertaining and the table shown at the bottom 
of this page will delight the prospective bride. 
The center piece is of wheat and pale green hop flowers 
arranged in a copper pitcher, which is set into a large 
copper tray. The Taurex candlesticks are copper and 
chromium combined. The service plates and beer mugs 
are in chromium, as are the two beer pitchers, one of 
which is at either end of the table. 

The place doilies and runner in the center of the table 
are green and white checked rafha with fringed edges. 
Green handled knives and forks are used and at either 
end of the table is a large brown and white earthenware 
casserole dish which would presumably be used for a 
hot dish served for the supper. “The table was arranged 
with the cooperation of the Chase Brass & Copper Co., 
New York. 





This table has been set for an after-the-theatre party in the modern home 
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Bill by Representative Martin to Repeal Tax on Jewelry 


WasuHinocrTon, D. C., April 6—Representative Martin 
of Massachusetts has introduced a bill in the House 
(H.R.4312) to amend the Tariff Act of 1932 as follows: 

“That all of section 605 thereof, imposing a tax on 
jewelry, and so forth, be, and the same is hereby, re- 
pealed.” The bill has been referred to the House Com- 
mittee on Ways and Means. 


Merchandise Market 
New Ostby & Barton Co. Lies 

The Ostby & Barton Co., Providence, R. I., has sent to all 
salesmen and branch offices complete new lines of merchandise 
for the fall trade. These lines consist of solid rings and jewelry 
and sterling silver rings and jewelry, all shown in beautiful 
new containers. 

Mickey Mouse Silver for the Kiddies 

With the possible exception of Santa Claus, probably no 
creature is more widely known or better beloved that Mickey 
Mouse, Walt Disney’s hero of the screen. Now Mickey Mouse 
will appear in a varied line of silverware produced by the 
International Silver Co., of Meriden, Conn. The silverware 
is in the Wm. Rogers & Son line and consists of baby spoons 
and forks, child’s spoons, forks and knives, as well as plates 
and bowls, cups, porringers and napkin rings. Some of the 
silverware pieces are accompanied by Mickey Mouse toys and 
all are in colorful Mickey Mouse boxes. 

Leys, Christie & Co. Pamphlet 

Leys, Christie & Co., 65 Nassau St.. New York, have just 
issued two attractive and instructive pamphlets on the process 
by which cultured pearls are created. The smaller of these 
is for the use of jewelers who may have their names inserted 
on the blank left for it so that they may distribute them among 
their own customers. 








Thomas J. Dee & Co. Offers Jewelers’ Buy Old Gold Signs 


Thomas J. Dee & Co., 55 E. Washington St., Chicago, are 
offering free to established jewelers a gold leaf outlined lie 
sign that can be applied directly to a clear glass window, It 
is not a makeshift sign but one that will remain permap 
on the window when properly applied and will call public gy. 
tention to the fact that the jeweler purchases old gold ag ‘ 
regular part of his business. Many jewelers will use the sign 
inside of street clock faces, in a conspicuous position on the 
door entering the store and in a corner of the clear glass dis. 
play window. Not long ago, Thomas J. Dee & Co. made up 
a special folder which was offered to jewelers at actual cost, 
This dealt with old gold and has been very effective in dis. 
couraging the itinerant gold buyer from cutting in on jewelery 
customers. 


Apex Offers Watch Strap Binder Free 


Apex Leather Goods and Novelty Co., 72 N. 4th St., Phila. 
delphia, Pa., is now ready to distribute to the retailers through 
its many salesmen the new loose leaf binder assembled with 
four dozen attractive watch straps, assorted half dozen to q 
card, eigh different assortments. The company is giving one 
of these loose leaf folders to retailers who purchase one of 
these assortments. This loose leaf folder will have the retajl- 
er’s name and address stamped in gold. The folder is free, 


What Everybody Should Know About Chinaware 


Paul A. Straub, 105 Fifth Ave., New York, has just issued 
a most instructive and interesting brochure entitled “What 
Everybody Should Know about Chinaware.” This booklet 
should be in the hands of every jeweler who is selling or con- 
templates selling chinaware. It has 56 pages and cover, con- 
tains enlightening illustrations and shows the process of making 
the ware from the powdering or grinding of the quartz and 
felspar to the placing of it in the huge kilns from whence it 
emerges as the finished product. 











APW 











© PURE SILVER 
@ STERLING SILVER 
@ SILVER SOLDER 


Of a quality in keeping with the fine traditions of one of the oldest industries of the 


country. 


All A.P.W. Silver Products are founded on the use of pure Electrolytic silver. All alloy- 


ing based on scientific control. 


Rolling in the finest rolls to exact size. Annealing in the 


latest types of furnaces to produce a uniform temper without fire. 


Sterling Silver 
In Plate, Wire, Sheet, Strips, Circles, 
Ovals, Rectangles, Squares. 


A Trial Order Is the Best Test 


Pure Silver 
Anodes 
All Sizes 


Silver Solder 


All Grades—In Wire, Sheet, Strips 
Filings. 


We Invite Yours 


THE AMERICAN PLATINUM WORKS 


N. J. R. R. Ave. at Oliver Street 
NEWARK, N. J. 


— 
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Below: The open house of the Arthur A. Everts Co. was attended 

by approximately 25,000 people. Many antiques and much handsome 

jewelry and silverware were displayed against gorgeous backgrounds 
arranged for the occasion. °; 





Above: The handsome new headquarters of the Arthur A. Everts Co. 
has a dark blue Belgian marble base, with the top floor of pearl 
stucco. Two stone medallions of Cellini and Paul Revere make 


interesting and particularly appropriate decorations. 


Open House at Everts New Store 


The boldness 
of the action of the Arthur A. Everts Co., Dallas, Tex., 
in constructing a handsome new jewelry store at 1612 
Main St., and moving in during the worst depression 
the world has ever known in modern times created a sen- 
sation which was an important contributing factor in 
assembling the record-breaking crowds at the opening 
April 3, and at the preliminary removal sale. It was a 
gesture of defiance at fate in general and the business 
chaos in particular. The sheer sportsmanship of it ap- 
pealed to the imagination. The bravery of it was heart- 
ening. Arthur A. Everts and his staff are regarded as 
public benefactors by Chamber of Commerce officials, city 
officials and construction men. 

Mr. Everts timed his publicity so that the announce- 
ment of the plans for a new store came just before the 
advertisement announcing the removal sale. The latter 
part of November was selected because that would give 
an opportunity to catch the Christmas trade, and also 
the January graduation trade. 

The first removal sale announcement ran in all three 
Dallas Sunday papers the Sunday before the sale opened. 
The removal as a legitimate reason for offering sensa- 
tional values was played up, and the items advertised were 
things of very moderate price. Prior to the removal 
sale, a good deal of institutional copy was used, stressing 
the integrity of the firm and the importance of buying 
Jewelry from a merchant whose integrity, good judgment 
and good taste had been proven over a period of years. 

A jeweled key designed by Arthur A. Everts, presi- 
dent of the company, was used by City Manager John N. 
Edy in the opening ceremonies which took place in a set- 
ting of rare and exotic flowers. Mayor Charles E. 
Turner cut with jeweled shears the ribbons across the 
modernistic entrance. The key used by Mr. Edy is made 
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of precious metals elaborately chased and engraved and set 
with diamonds, rubies, emeralds, zircons and garnets. 

The store has a distinctive exterior. The dark blue 
Belgian marble base reaches to the second floor, which 
has been given a pearl stucco treatment, with stone 
cameos of Cellini and Paul Revere set near the top. An 
art cast aluminum grill over the sidewalk completes the 
facade. 

Windows with American walnut, antique mahogany 
and laurel wood backgrounds are so arranged as to prop- 
erly frame the jewelry displayed in them. ‘The windows 
are stepped back on each side of the central entrance. 

On the interior the central bay leads from the central 
entrance, flanked by five-column double windows with 
primavera bases. The diamond department is located to 
the left, watches to the right, and farther back sterling 
silver and silverplated ware and antique silver depart- 
ments. 

Illuminated wall cases, recessed shelves for special dis- 
plays, and counter cases of modern treatment in the vari- 


ous tones of wood will display the new stocks. 


Interior decorations are done in delicate shades of tur- 
quoise blue, mauve, terra cotta, nile green, silver and 
gold, and the ceiling figures are chaste geometric floral 
designs. 

Broad staircases lead to the lower floor where the gen- 
eral offices, credit department, optical department and 
shipping department are located. 

During the day of the opening a crowd of well-wishers, 
conservatively estimated at 20,000 called to felicitate the 
owners and their staff. 

“We try to get the sort of things people want at the 
price they can pay,” Mr. Everts said. 

He reiterated his faith in the jewelry business, basing 
his confidence in fundamental sentiments and instincts. 











GRADUATION GIFTS 





SPENCERIAN PEN AND PENCIL SET—setting new 
marks for value even in 1933. The smooth-writing, long- 
wearing Spencerian Fountain Pen with equally satis- 
factory Automatic Pencil to match. Both in a dis- 
tinctive black-and-gold box sure to attract favorable 
attention on counter or in showcase. In black and 
modern color effects, three styles of points. 


RETAILS AT 82.5 ae 








SPENCERIAN “INKSEE” PEN—with the glass-clear 
visible supply of ink and a unique positive action worm- 


drive pump. The latest addition to the Spencerian 
Successes, meeting the demand for the most modern of 
fountain pens with true Spencerian quality and un- 
surpassed writing ease. Choice of Fine, Medium, Dome 
points; and of black or three flashing modern color 
schemes. Each “Inksee” pen in an unusual gift box 
with chromium mirror back—an eye-catcher anywhere. 


rerans at $4.00 
S spencertan 


For 75 years the name Spencerian has stood 
for the best in pens—for the most precise 
methods of manufacture, the most careful 
selection of materials. All that the Spen- 
cerian tradition embodies is found in the two 
Spencerian Fountain Pens, combining solid 
worth with prices that make them outstand- 
ing even in these days of values. 


LIBERAL TRADE DISCOUNTS 


SPENCERIAN PEN COMPANY 
349 Broadway New York City 
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Century of Progress Jewelry Show 


Vv 


George F. Little, managing 
director of the Century of 
Progress Jewelry Show 


ae 





Developments thus far indicate that the Jewelry Trade 
Show scheduled to be held for two weeks, July 31- 
August 11 at the Palmer House, Chicago, when the 
World’s Fair itself will be at its height, will be the 
most important show of this type ever held in this country. 

This show will be under the personal direction of G. F. 
Little, who has had long and successful experience as an 
organizer of business shows and trade exhibits, and will 
take place in cooperation with the Eastern Manufacturers’ 
& Importers’ Exhibit, held for a number of years at this 
time of the year. 

Three floors in the Palmer House will be devoted to 
what is expected will be one of the largest showings 
of high grade merchandise ever brought together under 
one roof. 

The record of former Eastern Manufacturers’ & Im- 
porters’ Exhibits is a series of triumphs, each one greater 
than the one before, from the gathering of 12 exhibitors in 
Chicago in 1925 to the more than 100 of last year and 
this year’s effort, will, it is expected, outdo them. 

Planned, organized and executed with one prime pur- 
pose—the attraction and satisfaction of high grade buy- 
ers—it is expected that each one of the shows will draw 
buyers of the most desirable types. ‘The location of mer- 
chandise by classification and an accurate directory telling 
just where each kind of goods can be found will eliminate 
fruitless steps and enable buyers to see an unexcelled dis- 
play with very little trouble or inconvenience. 

Reduced railroad fares and special hotel accommoda- 
tions will offer an added inducement as a part of the sum- 
mer vacation trip planned to take in the Century of Prog- 
ress Exposition itself. 

The exhibition of jewelry and silversmithing was de- 
cided upon after R. H. Leslie of the George F. Little 
organization had convinced manufacturing jewelers of 
the country of the necessity of the project and received al- 
most unanimous approval of the proposition. 

In addition to the exhibit of the Eastern Manufacturers 
and Importers at the Palmer House, as above mentioned, 
July 31-August 11, the George F. Little organization has 
also scheduled the following shows: 


New York Gift Show, Hotel Pennsylvania, New 
York, August 21-25. 
Boston Gift Show, Hotel Statler, Boston, September 
11-15. 
Philadelphia Gift Show, Hotel Adelphia, Phila- 
delphia, October 2-6. 
Headquarters of the George F. Little organization are 
at 220 Fifth Ave., New York. 
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Facts on Wholesale Jewelry Distribution 


Department of Commerce Completes Report on National Survey 
Made in Cooperation with National Wholesale 
Jewelers’ Association 


WasHINGTON, D. C., April 24—For the 
first time a comprehensive and detailed 
analysis of recent trends in the business 
of wholesale jewelry distribution, in its 
national aspects, is presented in a new 
report, “Jewelry Distribution by Whole- 
sale Jewelers, Part I,” made public today 
by the National Wholesale Jewelers’ As- 
sociation and the Department of Com- 
merce. 

The present study, which supplements 
surveys previously made by the Depart- 
ment in the fields of jewelry manufac- 
turing and retailing, was undertaken at 
the request of the jewelry wholesalers’ 
Association, which defrayed the special 
costs of the work and published the report. 

The survey of the wholesale jewelry 
trade consists of two parts. Part I is a 
national study of general operations, in- 
cluding sales, inventory, expenses, selling 
practices, and profit and loss. Part II, 
which will appear as a separate report, is 
a detailed case-study of nine selected con- 
cerns. 

More than 200 jewelry wholesalers in 
all sections of the country having sales 
aggregating in excess of $57,000,000, con- 
tributed the data upon which the survey 
results are based. The information pre- 
sented covers chiefly the three-year period, 
1928-1930, although in some instances the 
five years, 1926-1930, are included. 

Emphasizing the interdependence of the 
different branches of the jewelry industry, 
the report shows that three-fourths of the 
wholesalers purchase at least 80 per cent 
each of their stock from manufacturers, 
and that 90 per cent of the wholesalers 
sell 80 per cent or more of their volume 
to the jewelry retailers. With the decline 
of total sales in recent years, it is also 
shown, the retailers have provided a pro- 
portionally larger part of the wholesalers’ 
market, 

Jewelry wholesalers of all types sold on 
the average $513 worth of goods per cus- 
tomer during the three-year period, the 
range being from more than $1,500 per 
Customer to less than $75. Wholesalers 
with the highest average annual sales per 
Customer, it was found, had the lowest 
cost per $100 of sales for traveling, pack- 
ing, shipping and supplies. 

A “persistent and substantial increase” 
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in sales expense over the three years was 
found. Selling costs of firms in which the 
proprietors took a salary advanced from 
19.6 per cent of sales in 1928 to 26.0 per 
cent in 1930. In concerns which did not 
charge a proprietor’s salary the increase 
was from 12.1 per cent to 18.8 per cent. 
Sales expense tended to be lowest in the 
large cities, and less along the Atlantic 
seaboard than in other sections of the 
country. 

Gross margin of the wholesalers showed 
little change during the period. The 
average wholesale margin was found to 
be approximately 24 per cent throughout 
the three years, as compared with a 43 
per cent margin for retailers shown by a 
previous survey. 

The rate of wholesale stock turnover 
averaged 2.57 times, the trend being down- 
ward, from 2.77 in 1928 to 2.13 in 1930. 
A tendency to decreased inventory was 
also noted, the average closing inventory 
of 1930 being about 10 per cent less than 
that of 1928. 

During the three-year period the aver- 
age wholesaler, it was found, wrote off 
$1.62 of every $100 of sales for bad debts. 
He paid $1.29 for rent, 53 cents for in- 
surance, 38 cents for advertising, and 14 
cents for collection costs. 

This wholesale jewelry survey was 
made by John Hall, Business Specialist 
of the Bureau of Foreign and Domestic 
Commerce, under the direction of H. C. 
Dunn, Chief of the Merchandising Re- 
search Division, and E. C. Sheeler, Chief 
of the Special Trade Studies Section. 





Twenty-Eighth Annual Convention 
of the A. N. R. J. A. to be at 
Milwaukee, Week of Aug. 20 


After a careful study of the situation, 
the executive committee of the American 
National Retail Jewelers Association has 
selected Milwaukee as its 1933 convention 
city, with headquarters at the Hotel 
Schroeder. The time chosen is the week 
of August 20, a most delightful season in 
Milwaukee, and at a time when attend- 
ance at the World’s Fair can be most 
profitably combined with convention at- 
tendance. 

The convention sessions, exhibits and 
entertainment features will center in the 
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Hotel Schroeder, which was erected as a 
convention hotel, with all the various 
phases of association activities in mind 
when building. 

The convention exhibits will be in 
charge of Vice-President Henry F. Stecher, 
but space, as usual, will be sold by the 
National Secretary, C. T. Evans. 

While it is too early to outline plans 
of the local committee, assurance comes 
from Vice-president Stecher, Treasurer 
Anderson, State President Arthur C. 
Hentschel and their associates that some 
unusual features will be possible which 
could not be included in the official part 
of the program of the previous convention 
held in Milwaukee. 





Chicago Jewelers Exonerated of 
Charge of Buying Stolen Goods 


Cuicaco, April 15—Members of the 
jewelry firm of Cole & Young, 9144 
Commercial Ave., had a most uncomfort- 
able experience as the result of the faulty 
handling of a case against some young 
burglars by the police. 

Two of the burglars said that they had 
sold some jewelry stolen to the firm. 
Though a search warrant was issued and 
none of the jewelry found, nevertheless, 
the police arrested four members of the 
concern on the charge of receiving stolen 
goods, although two of them, William 
Gibson and E. P. Strassburger, wexe not 
even implicated in the confessions of the 
youths. 

However, when the case came up be- 
fore Judge Haas in the Police Court 
here, it was shown that the boys’ story 
was without foundation and the court 
immediately dismissed the proceedings 
and exonerated the jewelers after Assis- 
tant State’s Attorney Brumlik said there 
was no evidence against them. 





Beware of “Old Gold” Tricks 


PHILADELPHIA, Pa.—In the May issue 
of The Crucible, published by T. B. Hag- 
stoz & Son, 709 Sansom St., a warning is 
sounded to all jewelers to be on the look- 
out for men’s heavy gold shell rings filled 
with lead. The rings are of old design, 
green gold in color and stamped “14K.” 

In the same publication appears an an- 
nouncement advising of house to house 
“door bell buyers” of old gold. These 
buyers use pennies in place of penny- 
weights in weighing gold articles, a 
pennyweight weighing one-half of a 
copper penny. The seller, therefore, re- 
ceives one-half the value of gold articles 
he sells. 
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“Tongue Tyed’? has two 
hinged doors which open cs 


fhe ort int over the hend. Bracelets are selling—especially the exclu- 
Duokle — give tt a sight sive (patented) Marsh “Tongue Tyed.” 
mar ‘ The unique construction gives them irre- 
sistible appeal. Offered last year as an untried novelty, 1933 
finds Tongue Tyed at the head of the bracelet procession. Edges 
are now rolled, improving appearance, comfort and wear. Many 
beautiful new patterns have been added. Made from heavy 
double rolled gold plate stock or sterling silver, in two widths; 
they retail from $3 to $6. Baby sizes retail from $2 to $3. Tongue 
Tyed Bracelets will make ideal graduation gifts. To save time, 
you may order a sample assortment direct, which we will ship 
and bill through your wholesaler. 
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TONGUE TYED BRACELETS 
MEN’S BUCKLES AND SETS 
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ATTLEBORO, MASS. 


CHAS. W. GOULD ALLEN B. PINERO FRED L. LEE & CO. 
Eastern Rep. Midwest Rep. Pacific Coast 
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President Mehrlust Host to Officers 
of the Jewelers’ 24 Karat Club 


In accordance with the time-honored 
custom of the organization, Jacob Mehr. 
lust, the new president of the Jewelery’ 
24 Karat Club, gave a dinner to the di. 
rectors, officers and past presidents of the 
club, April 6 at the Metropolis City Clyb 
105 West 57th St., New York. The din. 
ner which was served in a private room 


and which proved to be a most sumptuous 


banquet, was attended by all the present 
officers and all but two of the living past 
presidents. 

It was delightfully informal in char- 
acter, no serious business or set speeches 
being permitted. President Mehrlust, 
however, announced the appointment of 
Vice-President Clifford Lamont as chair- 
man of the Outing Committee, and G, H, 
Niemeyer as chairman of the Banquet 
Committee for the coming year. An an- 
nouncement was made that the outing 
this year would take the form of a golf 
tournament for members only at a time 
and place to be determined upon by the 
committee. 

After a delicious menu, the evening was 
spent in the exchange of anecdotes and 
good stories, interspersed with eulogies to 
the host to which he responded most fit- 
tingly and with feeling. 





Maiden Lane Historical Society 
Reelects All Officers 


All officers were reelected at the 
annual meeting of the Maiden Lane 
Historical Society which was held in the 
rooms of the 24 Karat Club, 15 Maiden 
Lane, Thursday afternoon, March 30. 
When the session was called to order by 
President Henry Abbot at 3 p.m., there 
was a fair attendance including some of 
the older and ex-members of the trade 
who gather at only these functions. 

The report of Treasurer Wormser 
showed the organization to be in excellent 
financial condition, although it had lost a 
number of members through death and 
resignation in the past year. The report 
of the historian, Albert Ulmann, told 
why the society had not been able to 
function to any extent but it was later 
decided to hold the annual luncheon in 
April, which will be complimentary to 
members of the organization, at a charge 
of $4.00 to guests. 

The officers all unanimously chosen 
are: President, Henry Abbot; treasurer, 
Leo Wormser; secretary, Edwin H. Dean, 
and historian, Albert Ulmann. The six 
vice-presidents elected included: A. L. 
Brown, Geo. E. Fahys, Joseph D. Little, 
G. H. Niemeyer, W.P. Sackett and Otto D. 
Wormser, all being reelected except Otto 
Wormser, who was chosen to succeed the 
late Dr. George F. Kunz. 

The 12 trustees elected include: P. J. 
Coffey, I. W. Cokefair, H. H. Dilling- 
ham, Frank Jeanne, August Oppenheimer, 
Lee Reichman, William I. Rosenfeld, M. 
D. Rothschild, Frank T. Sloan, Walter 
N. Kahn, T. Edgar Willson, and Col, H. 
C. Barthman. 
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Novelty Jewelers Form New 
Organization 


Fashion Jewelers, Inc., is the name of 
4 new membership organization recently 
incorporated by the firms in the novelty 
jewelry business in New York, the presi- 
dent of which is Carl M. Fishel and vice- 
president is Leo F. Krussman, both of Tri- 
fari, Krussman & Fishel, Inc. The sec- 
retary is Irwin Ciner, of the Ciner Mfg. 
Co, and treasurer, Carl Rosenberger, of 
Cohn & Rosenberger, Inc. Other direc- 
tors of the organization are: Saul Ganz, 
of D. Lisner & Co.; Meyer Cartoun, of 
Heller-Deltah Co.; Sol. Weinreich, of 
Weinreich Bros Co.; Ernest Steiner, of 
Ernest Steiner & Co.; Ben Felsenthal, of 
Ben Felsenthal & Co.; and Jules Schwab, 
of Jules Schwab & Co. 

The counsel for the organization who 
will act as assistant secretary is David 
J. Gallert of the law firm of Gallert, 
Helbron & Raphael. 

The main purpose of the organization, 
it is said, is to develop general interest in 
fashion and novelty jewelry on the part 
of the public and to foster the sale of the 
same. The organization, it is reported, 
will cooperate with the jewelry manufac- 
turers of New England along these lines. 
The organization is not to be confounded 
with the Novelty Jewelry Manufacturers’ 
Association of New York, although the 
prominent members of the latter are also 
members of Fashion Jewelers, Inc. 





Great Diamond Mine Exhibit Assured 
for the Century of Progress 
Exposition at Chicago 


Cuicaco, April 14.—It has been in- 
formally announced that the proposed 
diamond exhibit mentioned some months 
ago will be a feature of the Century of 
Progress Exposition when it opens here 
on June 1. This is due to the support 
given to the proposal by the Diamond 
Corporation of London with the coopera- 
tion of the members of the Chicago 
jewelry trade. 

The enthusiastic workers for the exhibit 
here headed by Frank Milhening, W. C. 
Peacock and G. V. Dickinson and others 
are carrying the matter to a conclusion 
without any support from other sections 
of the industry. These three gentlemen 
mentioned have just organized the Dia- 
mond Exhibits, Inc., a corporation not for 
profit, and secured a charter from Illinois. 
Yesterday Albert Ellbogen and H. Paul 
Juergens were elected to serve with them 
as directors of the new corporation by 
which the work of carrying on the ex- 
hibit will be done. 

It is reported that $15,000 has been 
cabled to a bank here from England for 
the use of the corporation and that also 
they have received a cable to the effect 
that tons of blue ground, machinery and 
material and even men to install the ex- 
hibit are on their way from South Africa 
to Chicago. 

Briefly, the exhibit will be arranged to 
give the illusion of a diamond mine of 
great depth, about 300 feet long. Moving 
scenery will create the effect by which 
cages will seem to go down the mine for 
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a long trip and all the operations in the 
mine will be shown. The full activities 
of Kimberley life will be depicted as well 
as the life at and in the mine. 

Beside the mine there will be the 
machine that breaks the earth and sepa- 
rates the stones by grease. Finally the 
exhibit will show the cutting of diamonds 
and the use of them in industry and in 
the jewelry trade. 

It is planned to make a small charge 
to visitors going down into the mine, and 
this it is hoped will go toward reimburs- 
ing the Chicago jewelers, the Industrial 
Institute and others for the money ad- 
vanced. 

Officers of the corporation are: Frank 
Milhening, president; G. V. Dickinson, 
vice-president, and W. C. Peacock, sec- 
retary-treasurer. 


Maryland - Delaware - District of 
Columbia Convention on May 4 


BALTIMORE, Mb., April 18—The 19th 
annual convention of the Maryland-Dela- 
ware-District of Columbia Jewelers’ As- 
sociation will be held at the Lord Balti- 
more Hotel, this city, on Thursday, May 
4. The association has decided, in view 
of present conditions, to hold only a one- 
day session this year in place of the usual 
three-day convention. 

The entire convention will be devoted 
to discussion of problems affecting the 
jewelry trade and all discussion will be 
by members of the association. There 
will be no year book published and no 
advertisements will be solicited. It has 
also been decided not to invite nationally 
prominent speakers. 

The meeting will be called to order with 
a luncheon at 12 o’clock noon. The busi- 
ness session will begin at 2 p.m. A din- 
ner and dance will be held in the eve- 
ning. Manufacturers and wholesalers 
have been invited to attend the conven- 
tion. 





President of Oneida Community, Ltd. 
Produces and Assembles World’s 
Largest Jig Saw Puzzle 


OneEwa, N. Y., April 4—A 10,000 piece 
jig saw puzzle, complete to the last piece, 
is now on exhibition in a frame at the 
sales office building of Oneida Commun- 
ity, Ltd. 

Back in 1927 Pierrepont B. Noyes, head 
of the organization, and Ray Noyes, man- 
ager of the sales office, started to find a 
suitable picture from which to make the 
puzzle. Finally a large 24 sheet poster 
giving a view of the West Point Military 
Academy from the Hudson River was 
selected. It was mounted on veneer wood 
and cut into twelve large sections. These 
sections were turned over to a puzzle 
manufacturer and expert operators cut 
them into 10,000 pieces, no two alike. The 
pieces filled two heaping bushel baskets. 

The initial piece was laid on Aug. 
15, 1927, and the last piece was not placed 
until Feb. 15, 1928. A rough estimate of 
the hours devoted to solving the puzzle 
was placed at 2500. Although they had 
the occasional assistance of friends, the 
bulk of the work was done by P. B. and 
Ray Noyes. 
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When finally completed the puzzle 
measured five feet one and one-half 
inches high and six feet nine and one- 
quarter inches long. 





Prosper Clust 


As briefly noted in the April issue of 
THE JEWELERS’ CIRCULAR Prosper Clust, 
Jr., partner of the firm of Dieges & 
Clust, 17 John St., New York, jewelers 
and dealers in athletic trophies, died 
March 28 after an illness of more than 
two years. He was 59 years old. 

Born in South Williamsport, Pa., in 
September, 1873, Mr. Clust was educated 
there and came to New York when he 
was 21 years old. In 1898 he became a 
member of the firm of Dieges & Clust 
and was active in its affairs until his 
illness. 

Mr. Clust is survived by his widow, 
Mrs. Anna Clust; a daughter, Mrs. Ade- 
laide Bailey, and three brothers and two 
sisters, who live with his parents in South 
Williamsport. Mrs. Bailey is the wife of 
Lieutenant Kenneth Bailey of the United 
States Army. 

Funreal services were held in the 
funeral chapel, 86 Lefferts Place, Brook- 
lyn. The Rev. Dr. S. Parkes Cadman, 
pastor of the Central Congregational 
Church, Brooklyn, officiated. Burial was 
private in Evergreen Cemetery. 





Marcus S. van Wezel 


Marcus S. van Wezel, for many years 
a partner in the firm of S. L. van Wezel 
and one of the best known diamond cut- 
ters of the United States, passed away at 
his residence, 300 Central Park West, 
April 3, as a resylt of a heart attack. 

Mr. van Wezel who was in his 73rd 
year, was born in Holland and was the 
son of S. L. van Wezel who established 
a cutting business in Amsterdam many 
years ago. In 1889. the business was 
taken over by Marcus van Wezel and his 
brothers, Joachim and Hartog, and was 
continued in Holland, a branch being 
later established in the United States. 

Deceased and his brother, Joachim, 
came to this country in 1894 where they 
started diamond cutting in New York and 
established a school for diamond cutters 
on Pearl St. They continued the cutting 
business here for many years on John St., 
and later at 1650 Broadway. They re- 
tired several years ago and the business 
was gradually liquidated by Mr. van 
Wezel’s son. Joachim van Wezel died 
last July. 

Besides his widow, Mrs. Louisa van 
Wezel, whom he married in Holland, 
Marcus van Wezel is survived by his son, 
Lewis van Wezel who had charge of the 
business for a number of years. The re- 
mains were cremated at Fresh Pond, Long 
Island, April 6. 





Mrs. John Bain has been receiving 
congratulations on the fact that she has 
just rounded out 25 years of service with 
the Schiffman Jewelry Co. of Greensboro, 
N. C., which she entered as a salesgirl 
in March, 1908, and for whom she now 
acts as buyer of silver and of all the 
jewelry except diamonds and platinum. 














HAYWARD’S NEW IMPROVED 
Antique Adjustable Bracelet 


This good seller is now constructed with a heavy 
rolled gold edge which places a generous layer of 
gold at the point of greatest wear—it is a quality 
bracelet throughout. Many new antique designs 
have been added to this line. Made in two widths, 
also in Sterling Silver. Retail prices from $3 to $5 
(less Key. disc.). We suggest you order a sample 
assortment of 6 or more to be shipped through your 
wholesaler. 


WALTER E. HAYWARD 
COMPANY 
ATTLEBORO, MASS. 

* 







Slips easily over 
the wrist, and 
adjusts to three 
sizes. 


Beautiful gold 
paper boxes are 
supplied for $3 
per doz. extra. 
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Michigan Convention Postponed 


KALAMAZOO, MicH.—Announcement has 
been made that the annual convention of 
the Michigan Retail Jewelers’ Association 
has been postponed until this fall because 
of present economic conditions. It is hoped 
to hold the convention in September, 





Frank E. Dean 


Cuicaco, April 1—Frank Edson Dean 
secretary and treasurer of the Associated 
Silver Co., died at his home here on Fri. 
day, March 24, at the age of 64. 

Mr. Dean was born in Blakely, Minn. 
He was a graduate of Minnesota Upi- 
versity and a member of Phi Gamma 
Delta. He taught school for a time and 
then was associated with the Anaconda 
Copper Co. for a few years. He was 
transferred to the Chicago office of that 
company as assistant to the general traf- 
fic manager. He joined the Associated 
Silver Co. on Feb. 15, 1919, as secretary 
and treasurer. He was a broad-minded, 
considerate man, and left behind him a 
wide circle of friends. 

He is survived by his widow, and one 
daughter. 





Exhibition of Class in Jewelry 
Designing at Mechanics 
Institute 


The exhibition of the New York class in 
jewelry designing at Mechanics Institute, 
20 W. 44th St., New York, which has been 
conducted during the past year under the 
direction of Christian A. Jakobb, was 
held on Wednesday and Thursday, April 
12 and 13, and was attended by many 
jewelers and others from the metropolis 
as well as visitors from other cities. The 
exhibit created much favorable comment 
and Mr. Jakobb was congratulated upon 
the success which he has attained during 
the year. The class enrollment numbered 
53 students, 30 were regular attendants. 

The students who contributed to the 
exhibit were congratulated by officials and 
visitors. Joseph Maranzani contributed 
a number of pieces of beautiful work, 
while M. D. Kramer received praise for 
excellence in designing as a first year 
student. D. Bogosian showed an inter- 
esting and well executed collection of de- 
signs and H. L. Springer should be es 
pecially mentioned for his achievements. 
Other students whose work attracted par- 
ticular attention were G. Martinak, W. H. 
Lichte and A. Wilfert. 





Indicted on Watch Smuggling Charge 


Charged with conspiracy in receiving 
and concealing, buying and _ selling 
smuggled Swiss watch movements six 
men, one woman and a watch company 
were indicted March 28 by the Federal 
Grand Jury. 

The indictments named the Accro Bond 
Watch Co., Inc., Louis Marshall, its 
president and secretary, Louis Levitt, Ruth 
Levitt, Joseph Levitt, Charles Coleman, 
William Keith and Herbert Strauss. 

United States Attorney Prager declared 
that the Government has been defrauded 
of duties totaling many thousand dollars. 
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Platinum, Silver and Diamond Markets Affected by 


Conditions Following Embargo on Gold 


Conditions in regard to basic materials 
in the jewelry trade, such as, platinum, 
silver and diamonds were distinctly up- 
set immediately following the administra- 
tion order for a gold embargo that put 
us temporarily off the gold standard. 

The platinum market took a material 
jump and speculation became rife. On 
April 18 the official market for platinum 
was $26.00 for soft, $27.00 for 5% and 
$28.00 for 10%. The following day plati- 
num quotations jumped as rapidly as 
orders poured in, prices in some instances 
running up to $34.00 and $36.00 for the 
soft. There were no official prices and 
many dealers refused either to sell, com- 
mit themselves for the future or to make 
quotations. 

By the end of the week, the hysteria 
had disappeared and on April 24, as THE 
JeweLers’ CIRCULAR goes to press the 
oficial quotations for platinum were: 


Gee DIGUUERE 6. cacccvoccenes $28.50 
or THON 6 essed dssiceces 29.50 
MAN BEIGNOUR ~s.5 scocciede cwowwe’ 30.50 


But it was explained by the principal 
dealers that these quotations were subject 
to change at any time as the prices would 
be largely influenced by many factors. 

The inflationary movements of Congress 
in the proposal for the remonetization of 
silver were largely responsible for the 
fluctuations in that metal whose prices 
jumped rapidly on the metal exchange 
the full three points which were permitted 
each day for futures. By April 21, silver 
had reached 36 cents before a recession 
setin. Although there is a general inpres- 
sion that silver is going to be higher, the 
prices that were offered for a while were 
thought in some quarters not warranted 
by conditions at the time. Prices during 
the month were: 


ad... 

Government New 
London’ Assay Selj- York 

O ficial ing Price Official 
J i 17%6 29% 27% 
April 10 .... 17% 30 275% 
April 18 .... 1715%4¢ 31% 28% 
April 19 .... 18% 34% 32% 
April 20 .... 19%¢ 37% 35% 
CS ae 19% 36% 34% 
April 22 .... 19% 37% 35% 
April 24 .... 206 39% 37% 


Silver manufacturers have announced 
an increase in the price of standard lines 
ranging from five to 15 per cent. 


Diamonds 


; As far as diamonds are concerned, the 
crease in value in the Dutch guilder 
had an effect immediately upon those 
importers who buy in Holland, making a 
difference of from 7 to 11 per cent in 
some of the temporary advances made. 
Many importers were uncertain as to how 
to adjust their prices. 

There is a speculative element affecting 
diamond prices, however, based not so 
much on exchange but in the belief that 
Prices of both rough and cut are bound 
to advance because the demand is expected 
to greatly increase as soon as the present 
shortage is realized both by consumers 
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and dealers. What is more, inflationary 
measures have always had a tendency to 
cause a demand for gems. In times when 
merchandise proves more desirable than 
money, gems, especially diamonds, are 
considered most desirable on account of 
their high intrinsic value and small bulk. 





Publishing World Mourns Passing of 
Andrew C. Pearson 


The publishing business of the country 
lost a great leader and the business world 
an advisor and friend with the death of 
Andrew Cameron Pearson, which oc- 
curred at his home in Montclair, N. J., 
March 31. Mr. Pearson’s demise, which 
was due to a heart attack, caused a shock 





The Late Andrew C. Pearson 


to his friends in many industries in which 
he was known, for he was,the head of the 
United Publishers Corporation, in control 
of business publications of many fields of 
industry. 

A native of Coffeyville, Kan., Mr. Pear- 
son was born on Nov. 17, 1873, and was 
educated at Baker University and at 
Northwestern University. Before enter- 
ing the publishing field he had been in 
the life insurance business and later be- 
came manager of Pearson Brothers’ de- 
partment store, where he received his 
training in the merchandising field. From 
here in 1898 he joined the staff of the 
Dry Goods Reporter of Chicago, from 
which he went to the Dry Goods Econo- 
mist in New York in 1904. In 1913 he 
was made secretary of the United Pub- 
lishers Corporation, serving later as treas- 
urer, vice-president and finally as chair- 
man of the board. 

Mr. Pearson was president of the Na- 
tional Publishers’ Association, national 
chairman of the American Publishers’ 
Conference, director of the Merchants’ 
Association of New York, and was di- 
rector of the Chamber of Commerce of 
the United States from 1922 to 1924. In 
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1931, Mr. Pearson was made a Chevalier 
of the Legion of Honor for services to 
the French Government. 





Sales Tax of One Per Cent Goes Into 
Effect at New York 


Apany, N. Y., April 20.—Governor 
Lehman has signed the so-called “sales 
tax’ bill which goes into operation May 
1 and continues until June 30, 1934. This 
bill which affects all retail merchants is 
of especial interest to jewelers and silver- 
smiths owing to the high intrinsic value 
of their products. It provides a general 
tax of one per cent on all sales at retail 
except on articles such as cereals, milk, 
meat and other food and produce. 

Under the bill, a sale at retail which is 
taxable, is a sale to a consumer for any 
purpose other than resale in the form of 
the tangible property. No retailer may 
advertise or hold out to the public in any 
manner, directly or indirectly, that the 
tax imposed by this Act is not considered 
as an element in the price of the con- 
sumer. 

Every person selling taxable personal 
property at retail shall file with the Tax 
Commission a return on his receipts for 
the two months ending June 30, this year, 
and the three months ending the follow- 
ing Sept. 30, Dec. 31, and March 31 and 
June 30, 1934. If a person has receipts 
of less than $1250 for any quarter or 
period for which the return is required, 
the same shall be exempt from the tax 
imposed. There is a deduction for the 
one who has receipts of more than $1250 
and less than $2500 for any quarter but 
if the receipts exceed $2500 in any quar- 
ter, no portion shall be exempt from 
taxation. 

Records must be kept by all people sell- 
ing property at retail, in such form as 
the Tax Commission may by regulation 
require. Returns shall be filed 30 days 
after the expiration of the period covered 
and the payment made on the filing of 
such return. Every person who sells at 
retail shall be deemed to have procured 
from the Tax Commission a license to do 
so and the license shall be suspended in 
case the return is not filed as provided in 
the Act or in case the tax or penalty is 
not paid when due. 

Any person failing to file a return or 
to pay the tax within the time required 
shall also be subject to a penalty of 5 per 
cent of the amount of the tax due plus 
1 per cent for each month of delay or 
fraction thereof. Any person selling 
property at retail after his license shall 
have been suspended or the officers of 
any corporation who shall so sell, shall 
be guilty of a misdemeanor and punished 
by a fine of not more than $1,000 or im- 
prisonment of not more than one year or 
both. 

Returns made to the Tax Commission 
under the Act are to be kept secret and 
officers charged with their custody shall 
not produce any of them in any action or 
proceedings in any court, except on be- 
half of the state or the Tax Commission 
in any action or proceeding under the 
provisions of this law. 

































































ALBERT 
RAMSAY 


& Co., Inc. 


© 





40 Years Cutting Gems 
FROM THE ROUGH 


STAR SAPPHIRES 
STAR RUBIES 
SAPPHIRES 
EMERALDS 
RUBIES 


Always a Fine Selec- 
tion in Stock 





CHIVOR 
EMERALD MINES 


Colombia, South America, 
Where all the finest 
Emeralds are Mined. 


We are the sole Cutting 
and Selling Agents for this 
Mine. 


Just what you want in 


Rough and Cut. 


} 
Y 


Albert 





Ramsay & Co., Inc. 


2W. 47th St. 
New York 





Cincinnati Retail Jewelers Association 
Elects Officers and Opposes Cut Price 
Watch Repairing 


CINCINNATI, OHIO, April 6,—A drive 
against alleged “racketeering” in watch 
repairing will be made by the Greater 
Cincinnati Retail Jewelers Association 
which went on record at its annual meet- 
ing as being decidedly opposed to the 
practice of cut prices. There have been 
instances in which jewelry stores adver- 
tised watch cleaning for less than a dol- 
lar and an effort will be made to stop 
this. 

Officers were reelected by the organiza- 
tion and include: A. W. Kampf, presi- 
dent; Elmer T. Herzog, vice-president; 
Clifford Simper, secretary, and Clement 
Bockenstette, treasurer. Henry’ von 
Unruh, Richard Fruh and Clement Bock- 
enstette were elected directors for three 
years while Andrew Hug was named for 
one year to fill out the unexpired term of 
J. F. Johnson, who retired. 





Bandit Holds Up Kansas City 
Jewelry Concern 


Kansas City, Mo., April 6—Diamonds 
and cash totaling $2,300 were stolen the 
afternoon of April 4 by a bandit who 
held up the proprietors of the Woltman- 
Rooth Jewelry Co., 101 E. 11th St. 

The proprietors of the store, Miss Lucia 
Woltman and Miss Elizabeth Rooth, were 
alone in the place when a well dressed 
young man entered and asked to look at 
diamond rings. 

As the trays were taken from the case 
he said “If you ladies keep quiet you 
won’t be hurt.” Then, instructing them 
to go to the rear of the store, he scooped 
up the contents of the trays and dropped 
the jewelry into his pocket. Opening the 
cash register he took $300 and then 
leisurly made his way to the street 
where he was lost in the crowd. 

Miss Woltman and Miss Rooth went to 
the door ‘as soon as the bandit left but 
he had disappeared. 


Texas-Louisiana Retail Jewelers’ 
Association Holds Convention 
at Dallas 


Datias, Texas, April 20—Members of 
the Texas-Louisiana Retail Jewelers’ As- 
sociation attending the 27th annual con- 
vention in this city April 17 and 18, re- 
ceived reports indicating that the trade 
had generally shown improvement the 
past four months and that business is 
better than had been expected. The 
jewelers expressed opposition to the pro- 
posed State sales tax or any other form 
of new taxation. 

Evanda Haltom, Fort Worth, was 
elected president, succeeding J. A. Mc- 
Kinnon, Austin. Other officers named 
were J. C. Anderson, Lubbock, and 
Leonard Studer, Waco, vice-presidents; 
Marcus Baerwald, Dallas, secretary- 
treasurer; and A. E. Gordon, Shreve- 
port; Myron Everts, Dallas; Chase Hol- 
land, San Angelo; Lockett Holstadt, 
Palestine; and E. J. Palm, Austin, di- 
rectors. 

Arthur A. Everts, Dallas, past presi- 
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dent of the American National Retajj 
Jewelers’ Association, warned the cop. 
vention against expecting beer to better 
their business. He suggested that stocks 
be held to a minimum for better tuyrp. 
over and that merchandise be kept new 
He advocated handling one make a 
watch where possible. 

The problem of cut rate competition 
in watch repairing, discussed on the sec- 
ond day of the convention, will solve it- 
self largely when economic conditions 
improve, it was brought out in a round 
table meeting on this matter. Mr. Baer. 
wald, who served as convention chairman 
in the absence of President McKinnon, 
said that cheap repairing at a cut rate 
is damaging consumer confidence in the 
jeweler. 

Liquidation is at an ebb point in the 
Southwestern territory and most of the 
cheap merchandise has been cleared out, 
according to Charles A. Moore, president 
of the Dallas Jewelry Association. Mr, 
Holland, former State president, said he 
had gone after more business by in- 
creasing his advertising appropriation, 
while Myron Everts, Dallas, thought that 
only a slight increase in business would 
start jewelers on the road to good 
profits. 

The jewelers heard with interest an 
address by John N. Edy, city manager of 
Dallas, on constructive economy in goy- 
Other speakers 
were Max Strasburg, Hollywood, who 
urged the trade to banish fear and de- 
spair, and H. R. Kuehne, Dallas, educa- 
tional director of the Y.M.C.A. schools, 
who discussed the human equation in 
selling. 





Massachusetts and Rhode Island 
Retail Jewelers Hold 
Annual Convention 


Boston, April 4—Better mark-up on 
silver, free engraving and watching stock 
turnover were the chief topics at the an- 
nual convention of the Massachusetts Re- 
tail Jewelers Association, at the Statler 
Hotel in this city on March 29. 

The question of free engraving, entail- 
ing great loss to jewelers, was handed 
over to a special committee to work out. 
This committee is headed by William G. 
Thurber, Providence, R. I. 

The one-day convention was opened by 
President Louis Smith, Beverly, who re- 
ported on his year’s work. Only 36 were 
present, owing to the depression. 

James Kingman, of Smith, Patterson 
Co., Boston, was chosen president. Other 
officers elected were: Vice-President, 
A. H. Abbott, Lowell; second vice-presi- 
dent, Arthur K. Smith, Woburn; secre- 
tary, William G. Thurber, Providence, 
R. I.; treasurer, Frederick W. Bird, Bos- 
ton; executive committee, A. T. Wonson, 
Fall River; J. H. Peterson, Needham; 
Hollis S$. Howe, Concord; Arthur Stern, 
Lynn; C. J. Gidley, New Bedford. 

The need of the keeping an eye on the 
stock turnover was emphasized by Paul 
Monohan of the Watson Co. He advised 
the average jeweler to go through his 
silver and see what should be marked 
down for immediate sale. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


Jerome Wallach, a wholesale jeweler, 
has moved from 42 W. 48th St. to 542 
Fifth Ave. 

The Royal Dial and Refining Co. has 
moved from Room 1209 to Room 1017 at 
116 Nassau St. 

The Gramatan Jewelry Co. has leased 
a store at 77 Main St., White Plains, 
N. Y. 

The New York office of R. F. Simmons 
(Co. is now located in Room 1501 at 9 
Maiden Lane. 

J. A. Richter, of the Richter’s Jewelry 
Co., Inc. Miami, Fla., was in New York 
during the month on a business trip. 


William Rettig, formerly with Joseph 
Riskin, Inc., 580 Fifth Ave., has engaged 
in business for himself as a wholesale 
jeweler at 542 Fifth Ave. 


Julius Hurley, for many years a clerk 
and later a salesman has resigned his 
position with Freudenheim Bros. 2 
Maiden Lane, as of April 1. 


Paul A. Straub, 105 Fifth Ave., sailed 
on Friday, April 14, for Europe, where 
he will visit the china and glass markets. 
He is not expected to return until August. 


Morris Katz, 68 Nassau St., sails for 
Europe on May 5 to visit the diamond 
markets. He expects to return in August 
or September. 


Charles Sweasy has been confined to” 


his home at Chatham, N. J., with arthritis 
since last July. He is on the sales staff 
of Leys, Christie & Co., 65 Nassau St. 


The Federal Silver Co., Inc., has re- 
moved its factory to 928 Broadway. The 
uptown showroom is located at 366 Fifth 
Ave. 


Walter E. Morrell, formerly connected 
with several New York jewelry houses, 
has engaged in business for himself at 
2 W. 45th St. 


Ben Staufenberger, for many years in 
the employ of the W. C. Edge Jewelry 
Co. Newark, N. J., was recently ap- 
pointed manager of the New York office 
of the Marathon Co. with headquarters 
at 307 Fifth Ave. 


Bernard Landau, 527 Fifth Ave., has 
just returned from his visit to the pearl 
and other gem markets of Bombay and 
Ceylon. On his return trip he had occa- 
sion to spend some time in the European 
markets as well. 


Wicke & Ferris, formerly of 39 W. 
Twenty-third St., have moved to more 
Ccommodious premises in the Mohawk 
building, 160 Fifth Ave. They represent 
in the East three glass manufacturers 
and four potteries. 


A. Vallat, director of publicity for the 
Omega Watch Co. of Switzerland, sailed 
for Europe after spending four weeks in 
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New York, working with the John R. 
Wood Sales Corp., Brooklyn, N. Y., dis- 
tributor in this country of Omega watches. 

Richard Collender, formerly associated 
with the Arthur Weeks jewelry store, 
has opened a shop at Peekskill, N. Y., and 
is now conducting a business of his own 
in a suite of rooms over the Markoff shoe 
store on South St. 


A lecture on “problems in adjusting 
watches” was delivered before the Horo- 
logical Society of New York at Turn 
Hall, Lexington Ave. and 85th St. on 
Tuesday evening, April 4, by George 
Bergleitner. Mr. Bergleitner is a member 
of the society. 


Louis Gurfein, 68 Nassau St., has an- 
nounced that the firm name will be Louis 
Gurfein & Son in the future. His son 
Sidney becomes a member of the firm. 
The main office will be moved to 2 W. 
46th St. The downtown office at 68 Nas- 
sau St., will be continued. 


About 60 members and guests attended 
the 22nd anniversary luncheon of the 
Maiden Lane Historical Society. held 
Saturday, April 22, at the Chamber of 
Commerce of the State of New York, 65 
Liberty St. The speakers were Henry 
Abbott, president, who presided; Albert 
Ulmann, historian, Otto D. Wormser and 
Joseph D. Little. 


Two men and a woman went on trial 
in General Sessions April 17 charged with 
homicide in connection with the killing 
last October of Achille Mirner, interna- 
tional jeweler, kicked to death in a speak- 
easy. The defendants are Lawrence Ganz, 
31, of 81 Seaman Ave.; Herman New- 
burg, 32, of 2905 Grand Concourse, and 
Mrs. Eleanor Thompson, 22, of 127 W. 
92nd St. 


W. Waters Schwab, general manager | 
of the J. R. Wood & Sons, Inc., Brooklyn, | 


N. Y., left for a four weeks’ business trip 
which will take him to the Pacific Coast. 
He will visit the various sales territories 
and work with the traveling men in each 
zone. Mr. Schwab, because of his close 
contact with the trade and his aggressive 
work in attempting to eliminate the evils 
of wholesaling retailing, has won the com- 
mendation of many leading jewelers. 


Three bandits on the evening of April 
7 stopped a trolley car at Albany Ave. 
and Bergen St., Brooklyn, and in the 
presence of excited passengers robbed 
Adrian Seigel, 250 W. 99th St., a jewelry 
salesman, of a sample case containing $900 
in merchandise. The bandits showed guns 
when they entered the car. This was 
Siegel’s second experience with bandits. 
He was held up last September when he 
left his home. 


Herbert F. Phillips, founder of Oyster 
Bay’s first jewelry store, died in the Com- 
(Turn to page 62) 
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UNBREAKABLE CRYSTALS 


Fancy—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 
UNBREAKABLE WATCH CRYSTALS, 
75 Varick St., New York, N. Y. 





INC, 








HAMILTON ILLINOIS 


American Watch Distributors, Inc. 


207 Commerce Building 15 Maiden Lane 
Rochester, N. Y. New York, N. Y. 


WRITE FOK CATALOGUE 


ELGIN WALTHAM 








DIALS ww co 
AND CLOCK 
REFINISHED LIKE NEW 
HIGH GRADE EUROPEAN METHOD 
24 Hour Service 
Write for Price List 


ee | 
ROYAL DIAL & REFINISHING CO. 
116 Nassau St., New York, N. Y. 











PRICE REDUCED 


ON ALL 


SWISS WATCH 
MATERIALS 


Regular Quality 
Hairspring Vibrating 
FLAT 55c.—BREGUET 90c 


CONOVER & QUAYLE 
10 Maiden Lane New York 








CHINESE GEMS CO. 


JADE 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamp Bases 
20 West 47th St., New York 











EVERYTHING IN 


SWISS WATCHES 


LADIES’ ENAMEL FOLDING WATCHES 
DE FRECE BERNSTEIN, INC. 


48 West 48th St. New York 












2») EMBLEMS 


Q 
SINNOCK & SHERRILL 
15 Maiden Lane New York 








M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, also REPAIRING in ALL its 
BRANCHES. Estab. 1910. 
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Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 





2 er DIALS 


Es ro omen '| FO) RADIUM and PLAIN FIGURES 
: OLD Dials Refinished Like New 


& Orders filled same day 


U.S. WATCH DIAL CORP. 
66 Nassau St. New York 

















CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 


MEYER KOVLISH Co.,Inc 


HIGH GRADE CALIBRE AND 
DIAMOND WEDDING RINGS 
EXCLUSIVELY 


64 FULTON ST..NEW YoRK 


Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 


Prompt and accurate 
returns Guaranteed — 
Generations of Service 


N. L. SHTEINSHLEIFER, 
Smelter & Refiner 
78 Bowery, New York City 


William T. Schneider 


American 


Watches at Wholesale 
2 Maiden Lane, New York 


The Gift To Her Fiancé 
THE STAR SAPPHIRE RING 



































Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. New York 


Tel. MUrray Hill 2-8838 








KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 
80 Nassau St. New York City 
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munity Hospital, New York, on April 5. 
Mr. Phillips was born in Oyster Bay and 
opened the first jewelry store on Audrey 
Ave., 43 years ago. He gave up the 
store 10 years ago but maintained his 
business in his home until he was stricken. 
He had been a member of St. Paul’s Meth- 
odist Church all his life and is survived 
by his widow, Josephine. 


Chas. M. Levy & Son, manufacturing 
jewelers at 40 W. 48th St., recently sold 
out their plant, dies and tools to the cor- 
poration Chas. M. Levy & Son, Inc., of 
which Harry Raeburn is president. Mr. 
Levy or his son will have no connection 
with the new company, which will manu- 
facture wedding rings and overlays. The 
old partnership functions in other lines of 
jewelry and both concerns will occupy the 
old premises. 


Harry B. Rogers, New York City rep- 
resentative for Kohn & Co., Newark, 
N. J., passed away Saturday morning 
April 1 in the New Rochelle Hospital 
after undergoing an operation for appen- 
dicitis. Masonic funeral services were 
held on April 3. Mr. Rogers was 54 
years old and had had a wide experience 
in the jewelry trade. Prior to his con- 
nection with Kohn & Co. he was asso- 
ciated with Henry Blank and Powers & 
Mayer. As a boy he was known as a 
famous boy soprano. 


Charged with smashing a window at 
the jewelry store of Abram Antoville, 
1322 St. Nicholas Ave., the Bronx, and 
stealing 56 pieces of assorted jewelry, a 
man was held without bail for the Grand 
Jury on April 12 in the Washington 
Heights Court. The prisoner is alleged to 
have hurled a rock through the store 
window and seized the gems. Policemen 
of the Wadsworth Ave. station heard 
the crash and say that they caught the 
man after a chase and recovered the 
stolen jewelry. 


Jewelers are warned to beware of a 
woman who is reported to be going about 
defrauding merchants by presenting a 
check made out to her order which she 
offers as payment for merchandise pur- 
chased. She recently gave the Park 
Curiosity Shop, 1356 Sixth Ave., a check 
for $75 and bought articles worth $58, 
a refund of $17 being made to her. She 
gave an address where the articles were 
to be delivered. She is described as 
about 40 years of age and weighing about 
160 pounds. 


A jeweled snuff box, of gold and jade, 
once in the private collection of Fred- 
erick the Great, was stolen April 18 from 
the front window of Marcus & Co., jewel- 
ers, at 544 Fifth Ave., near 45th St. A 
stone, padded with tissue paper, was 
hurled through the pane and the thief, 
reaching in the window, smashed a small 
display case in which the snuff box had 
been on view. Other jewelry was not 
disturbed. The snuff box has historical 
value as an antique. The police reported 
it had been insured for about $10,000. 
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Stephen Varni, head of the Stephen 
Varni Co., gem importer, 15 Maiden 
Lane, recent) addressed the Mining and 
Geological Society of Lehigh University 
on the subject of gems. Mr. Varnij be- 
side being a gem importer, is a member 
of the New York and Philadelphia 
Mineralogical Society and his lecture 
which was illustrated with lantern slides 
traced the history of various gems from 
the mine to the wearer. At the end 
of the lecture the. speaker exhibited 
various exhibits and cuttings of stones, 
A well attended audience showed their 
keen appreciation of this talk. 


Charles L. Seale, Inc., 180 Broadway, 
recently gave a “Prosperity Luncheon” to 
over 40 members of the wholesale jewelry 
trade, at the Downtown Athletic Club. 
Claude L. Seale, son of the founder of 
the firm, presided. Charles L. Seale was 
also present and was called upon for a 
speech. In the course of his remarks he 
dwelt upon the shrinkage in the volume 
of business during the past two years but 
predicted a great change for the better in 
the very near future. He expects to see 
the value of merchandise advance, par- 
ticularly in the finer and rarer classes 
of precious stones. 


Ralph Krakower, 48 years old, the 
jeweler who was arrested in Miami re- 
cently as an alleged accomplice of Harry 
Sitamore, master gem thief, killed him- 
self March 29 in his apartment at 1815 
Riverside Drive by taking poison. Kra- 
kower returned from Miami _ recently 
under bond. Members of his family 
said that, although he was an unwitting 
victim of Sitamore and was certain he 
could clear his name, the arrest bore 
heavily on his mind. Krakower had been 
in the jewelry business 25 years. He took 
stock on consignment from other jewelers 
and sold it for them. Sitamore was ar- 
rested in Miami, Fla., on a jewel robbery 
charge and was given a long prison term. 


The annual picnic of the Maiden Lane 
Outing Club will take place June 3 at 
the Elks’ Club, No. 841, Oakwood Heights, 
Staten Island, and a large attendance is 
anticipated. Tickets may be secured from 
the following members of the outing com- 
mittee: Howard H. Hetherington, chair- 
man, 239 W. 39th St.; F. N. Ullrich, 9 
Maiden Lane; Charles J. Tonry, 9 
Maiden Lane; John Pool, 5 Maiden Lane; 
F. T. Brennett, 15 Maiden Lane, and 
Harry Davis, 71 Nassau St. A baseball 
game will be the first event of the day, 
starting at 11 o’clock in the morning. A 
field luncheon will be served at noon fol- 
lowed by various field events. Dinner 
will be served at 5:30 and prizes awarded 
to winners of the various contests. 


A brown fedora hat, stripped of all 
marks of identification, and a .38 caliber 
pistol are the clues which Harlem de- 
tectives have to aid them in their efforts 
to trace two ruthless bandits who invaded 
the jewelry shop of Salvatore Coccolicchio, 
at 419 E. 115th St., near First Ave., April 
4, and looted the establishment after criti- 
cally wounding the proprietor. The hold- 
up occurred in the late afternoon and al- 

(Turn to page 63) 
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though scores of persons were in the vi- 
cinity of the store, police have failed to 
locate anyone who saw the bandits escape 
in an automobile which they had parked 
at the curb. The fact that the jeweler 
was unconscious for a considerable time 
prevented him from giving detectives 
descriptions which might have aided them 
in the preliminary investigation. 


Many friends of Byron L. Shinn, until 
recently secretary of the National Jewel- 
ers Board of Trade, were pleased to 
hear that he had resumed the general 
practice of law and is now associated 
with the firm of Natanson, Rabin, Pack 
& Abrams at 271 Madison Ave. Prior 
to joining the Board as secretary, Mr. 
Shinn had been attorney in charge of the 
New York Office of the Federal Trade 
Commission and the knowledge he gained 
thereby in connection with business abuses 
and their remedies proved most valuable 
to the Board during his incumbency in 
office particularly in connection with its 
trade welfare work. Mr. Shinn’s former 
associates in the Board, as well as his 
friends throughout the trade, have ex- 
pressed their heartfelt wishes for his 
success in his new venture. 


Dealers in fine jewelry in the metrop- 
olis were much encouraged in the latter 
period of the month through the re- 
ported sales of a large number of im- 
portant and high-priced pieces. Among 
the many sales so reported and authen- 
ticated by investigation, was that of an 
11 carat diamond, one of a 20 carat dia- 
mond, one of a large emerald and sev- 
eral of pearl necklaces. The largest neck- 
lace sale which took place in a nearby 
city is reported to be at a price up in six 
figures and was paid for in cash. Many 
other sales of moderately fine goods were 
reported and an unusual number of in- 
quiries received for goods on memoran- 
dum. In addition, some of the auction 
sales reported sales of higher priced dia- 
mond jewelry than have been sold here 
in any quantity for a long time. 


An exhibit of early American glass 
and china in the Georgian Room of 
Black, Starr & Frost-Gorham, Fifth Ave. 
at 48th St., was formally opened Tuesday 
afternoon, April 4, with a tea. Tables 
for various occasions, laid with rare 
pieces of glass and china from the col- 
lection of Mrs. George Thompson, and 
silver appropriate to the period, were on 
view. Mrs. Thompson was assisted in 
receiving and pouring by the following 
members of the Colonial Dames of 
America, who were in costume: Mrs. 
Claude W. Kress, Mrs. S. Osgood 
Nichols, Miss Sara Richards, Mrs. Wil- 
liam’ Shannon, Mrs. Malcolm Stuart, 
Miss Marguerite Valentine, Mrs. Fred 
Allen Williams, and by Mrs. Marius de 
Brabant and Mrs. James Gregory. Mem- 
bers of the Junior League, also in cos- 
tume and who assisted as_ hostesses, 
were: Mrs. Carl Jellinghause, Mrs. 
Goodhue Livingston, Mrs. Kiliaen Van 
Rensselaer, Miss Constance Zabriskie, 
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and Miss Georgie Zabriskie. Mr. 
Rafaello Diaz sang. The new Stuyvesant 
sterling silver pattern was introduced at 
this gathering. The Georgian Room 
was thronged during the entire after- 
noon. The exhibit continued through 
to April 28. 


A most interesting course of four in- 
formal talks on the general subject of 
“The Appreciation of Gems” is being 
given at the American Museum of Nat- 
ural History, Seventy-ninth St. and 
Central Park West. The lecturer is Her- 
bert P. Whitlock, curator of minerals and 
gems, and his first lecture which was il- 
lustrated with lantern slides, took place 
April 22 and was on the subject of “The 
Antique Use of Gems.” In this he fol- 
lowed the evolution of the necklace from 
prehistoric times through the cultures of 
the ancient world. The second lecture, 
also illustrated with slides, is scheduled to 
take place April 29 after this issue of 
JEWELERS’ CIRCULAR goes to press, the sub- 
ject being “Jade: Its Carving, Mythology 
and Symbolism,” and the third talk, to be 
held on May 6, is on “Famous Gems of 
History” and covers the dramatic events 
connected with some of the world’s great- 
est precious stones. The last talk on 
May 13 is on the subject of “Legends of 
the Gems” and will consist of a reading 
from Hindu folk tales relating how the 
sapphire, ruby, diamond and opal came 
into being. All these lectures take place 
on Saturday afternoon at 4 p. m. in Room 
202 of the School Service building of the 
Museum. 





Hold-Up Men Secure Jewelry Valued 
at $25,000 


Union City, N. J., April 14—Small 
jewelry pieces worth $25,000 were stolen 
by two robbers who held up John Bren- 
ner, of Secaucus, N. J., chauffeur of the 
automobile carrying the jewelry, at one 
of the busiest intersections in Hudson 
County. The men then kidnaped Brenner 
in his own car and forced him to ride 
with them until after they had transferred 
the gems to an accomplice. They put 
him out and drove away in his car. 

The jewelry, all insured, is owned by 
the wholesale jewelry firm of Charles 
Armsheimer & Son, of 9 Maiden Lane, 
New York. Brenner was driving for 
Henry Armsheimer, the son, who was vis- 
iting retail jewelers in Union City. Arm- 
sheimer had left the car to make a visit 
in a store and had instructed Brenner to 
meet him at about 5:30 p. m. 

Brenner was waiting for the red light 
to flash at 39th St. and Hudson Boulevard 
when the two men jumped out of a car 
just behind and leaped to the running 
board of his car. They drew revolvers 
and forced Brenner to sit between them 
on the front seat, according to police. 
Then, with one of the bandits driving, they 
passed the Union City police station and 
stopped at Park Ave. and 34th St., where 
they handed the six heavy satchels of 
jewelry to the third bandit, who was wait- 
ing in another car. 

They drove on to Hoboken and forced 
Brenner to get out at Third and Garden 
Sts. 
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A BETTER LIQUID SILVER POLISH 


Give your customers the best 


Non-poisenous: Non-Inflammable, contains ne 
abrasives. Free sales aids. Samp’ on request. 
Sold thru Jewelers only. 


BUR-MER, Inc. 448 Cutler Bldg. 
Rochester, N. Y. 











Double-Head 
Genuine Tiger Eye 
Cameo 


Three-Color 
Genuine Double- 
Head Cameo 





or 
$3.9 Hematite Intaglio 
Massive Mounting 





No tax 
ORDER NOW 
Terms: Net 30 Days 
GEORGE BLADEN, INC. 


601 Lafayette Bldg., 
Buffalo, New York 


No. 118 





HAIRSPRINGS 












ICAN & SWISS 
et WALRSPRINGS. VIBRATED 7 
Oo 8s. esesee 7 
6” to 18s. BREGUET .$1.25 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street, New York City 





EXCLUSIVELY OURS 
THE 


REVOLV-IT 


WATCHES 


NORMAN M. MORRIS “4 


$42 FIFTH AVE. NEW YORK 











WATCH >. BRACELETS 





PURCHASE THRU YOUR WHOLESALER 
LOUIS STERN CO. 
Providence, R. I. 


Philadelphia New York 


Chicago 





EXPERT REPAIRS 
Ss 


IL VERBWARBE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY “VE Vo" 








COMPLICATED 
WATCH REPAIRING 


EXPERT WORKMANSHIP 


PROMPT SERVICE 
SATISFACTION GUARANTEED 


M. LIEBERMAN 
87 NASSAU ST. NEW YORK 














Bad Debts Collected Everywhere 
Our men collect accounts given up as 
hopeless, bad checks, protested notes, fraud- 
ulent stocks, etc., where others failed. Mod- 


ay nee For quick action write, 'phone 
or ca 
NATIONAL SECURITY SERVICE 
251 W. 42nd St., New York 
"Phone Wisconsin 7-6346 

















fous Sickles, | 








1015 CHESTNU UT STREET 


To The Ligtimate Retait Trade Only 
ELGIN-HAMILTON 
WALTHAM-ILLINOIS 








CLASS RINGS 
PINS 


WM. C. MARTIN 


MANUFACTURER 


908 CHESTNUT ST. 
Philadelphia, Pa. 








NATIONAL 
WATCH REPAIRING CO. 
Efficient and Prompt Service to the 
trade throughout the U. S 

Send for Price List 
727 Sansom St. Philadelphia, Pa. 








HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Williams &Waples 


Authorized Distributors 
Genuine Watch Material 


American — Swiss — English 
Tools — -Lathes — Chucks 
Make Us Your Service Station 


727 SANSOM ST. PHILADELPHIA 








Just 
WATCH STRAPS 


Get Acquainted With 


SPECIAL Our Line FOR MAY 


4 doz. asserted wateh straps, buckles attached $6.00 
(cash with order) Postage prepaid. 


Apex Leather Goods & Novelty Co. 
72 N. 4th Street, Philadelphia, Pa. 


APE 











BYARDF. BROGAN 


Manufacturer of 


DIAMOND MOUNTINGS 


AND WEDDING RINGS 
805 Sansom St. Philadelphia 














FITRITE 
Resilient Swiss Mainsprings 
Finished Ends 
Are Now $1.25 per Dozen 


AND EVERY SPRING 
IS GUARANTEED 





Complete Stock on Hand Including 
Gruen, Glycine, Bulova, Etc. 
Send for Chart Showing Dennison 
Metric Sizes 

INC. 


JOS. B. BECHTEL & CO., 
729 Sansom St. Philadelphia 














PHILADELPHIA 


L. W. Gibbons, of Fulmer & Gibbons, 
117 S. 10th St., left last week on an ex- 
tended trip through New England and 
the Middle West. 


William C. Martin, 908 Chestnut St., 
will leave about May 15 for the Rocky 
Mountain district on a two months’ gold 
prospecting trip. 


Katie E. Schmidt, pearl and _ bead 
stringer, 726 Sansom St., will move about 
May 1 into the Bechtel building, 729 San- 
som St. 


Joseph A. Kelly, diamond setter, for- 
merly in the employ of James J. McCaf- 
fery, has embarked in business for him- 
self in 740 Sansom St. 


Lewis C. Wettling, retail jeweler of 
Bristol, Pa., died suddenly on April 10 of 
heart failure. He is survived by his 
widow, two sons and a daughter. 


Katie M. Gartman, manufacturing 
jeweler, 717 Sansom St., will move on or 
about May 1 into the Bechtel building, 
729 Sansom St. 


Harry Paul, formerly of the firm of 
Paul & Brody, has embarked in business 
for himself at 740 Sansom St. Mr. Paul 
will specialize in the purchase of bank- 
rupt stocks and the appraising of estates. 


Philip Jochem, 2441 N. 11th St., passed 
away April 3 after a lingering illness. He 
is survived by his widow and several 
children. His son, Philip E. Jochem, Jr., 
will continue the business. 


Joseph B. Bechtel & Co., Inc., 729 San- 
som St., have completely renovated their 
second floor, dividing the space up into 
five desirable rooms which they will lease 
to jewelers. 


Porter & Burke is the name of a new 
firm which has opened offices at 740 San- 
som St., specializing in diamonds. The 
members of the firm are W. J. Porter and 
D. A. Burke, who were both formerly in 
the employ of John M. J. Costello. 


Fred G. Sutor, for the past 50 years 
identified with the jewelry business in 
Philadelphia, died April 3 of pneumonia. 
He was in his 71st year and is survived 
by his widow and his son, Fred W. Sutor. 
Interment was made April 6 in West 
Laurel Hill Cemetery. Mr. Sutor was 
a Mason and quite active in Mary Com- 
mandery. The business will be discon- 
tinued. 


Louis Sickles is celebrating the 10th an- 
niversary of the establishment of his in- 
dividual wholesale watch business and 
the 50th anniversary of his connection 
with the jewelry trade. He retired from 
the firm of M. Sickles & Sons, May 1, 1923. 
When 20 years old, he joined the house 
of M. Sickles & Sons, to whose success he 
contributed a great deal. He was presi- 
dent of the National Wholesale Jewelers’ 
Association from 1914-1916 and is now 
president of the Philadelphia Wholesale 
Jewelers’ Association. 


(Turn to page 67) 
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IDENTIFICATION WRISTLETs 
THIMBLES — TIE CLIPS 
CHAIN KEY RINGS 


Simons Bros. Company 
269 So. 9th St. Philadelphia 


Le 


ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


Monugeeterere of the Best in W. 
Rings for Nearly a Century 


117 So. 10th St. Philadelphia 








THE NEW 


ZIRNKILTON 


Hand-Made Iridium Platinum 
Solitaire Mountings 
With Small and Baguette Diamonds 
$23.00 to $30.00 


F. X. ZIRNKILTON 
Philadelphia 











MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 








GOLD, PLATINUM, SILVER and 
FILLED SCRAPS BOUGHT 
24-Hour Service 
All Shipments Held Pending 
Your Approval 
CUMMINS BROS. 

3 N. Eutaw St. Baltimore, Md. 














Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA. 














THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 








OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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BENNETT 
FOR 


EARWIRES 


Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 


TongueTyed' 


BRACELET PATENTED 








Also Makers of Men’s Bucklesand Sets 


Cc. A. MARSH & C0., Ine. 


ATTLEBORO, MASS. 











BRIDESMAIC 
> | I 
DINIES 
a ar 
Ce ee 


STREET - BOST 








“BEST BY TEST” 

ALLOYS — GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of Precious Metals 
CLINTON REFINING CO., INC. 
NEWARK, N. J. 

91-03 E. Kinney St. Tel. Market 2-5176 











Hi most ror your money & 
IN 


STERLING SILVER FLATWARE 


i av HOLLOWWARE s 
CATALOG GLADLY SENT 


Mi ANCHESTER 
AVE SILVER COMPANY 


PROVIDENCE RHODE ISLAND 



















DETECTIVE SERVICE 


Any domestic, business or financial trouble 
quickly and confidentially investigated every- 
where by our expert secret service. Mod- 
erate rates. For quick action, write, ’phone 
or call 

Universal Detective Bureau 
251 W. 42nd St., New York 
’Phone Wisconsin 7-6346 
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Watcu ATTACHMENTS 








£5 Attleboro 


—<—>_ —7 
VC 8..8. 7 Attachments 


Ask Your Wholesaler for 


KESTENMADE 
WATCH STRAPS 


All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. |. 


Watch 
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PROVIDENCE 


Paul I. Jorjorian, 37 Rhodes St., Edge- 
wood, has filed information that he is 
the owner of the Interstate Plating Co., 
227 Eddy Street. 

The State Welding Co., Inc., of Provi- 
dence, has been incorporated in accord- 
ance with Rhode Island laws with an 
authorized capital of 100 shares of com- 
mon stock of no par value. 

The trade certificate of the Broadway 
Watch & Clock Shop, 36 Broadway, 
Providence, has been filed with the city 
clerk’s office, showing the ownership of 
Ernest McLaughlin and Bert Kelly. 


John A. Holt, for a number of years 
previous to his retirement ten years ago, 
associated with the Providence Stock Co., 
died March 26 in Jacksonville, Fla., 
where he was spending the winter. He 
was born in Bolton, England. 


Frederick J. Stubbs of Gaspee Pla- 
teau, Warwick; F. G. Stubbs of War- 
wick and John A. Bennett of Provi- 
dence, are the incorporators of F. J. 
Stubbs, Inc., that has been granted a 
charter under the laws of Rhode Island 
to conduct a manufacturing jewelry 
business in Providence. The authorized 
capital stock is 100 shares of no par 
value common. 


The agitation throughout the country 
anent the consideration in Congress of 
legislation restricting working hours to 
30 hours a week, has caused consider- 
able disturbance in the jewelry industry 
in Providence and vicinity. A _ strong 
protest was entered by the trade of this 
section through the New England Manu- 
facturing Jewelers’ and Silversmiths’ As- 
sociation, whose opposition pointed out 
that regulation of working hours on such 
a basis would seriously retard operations 
during peak seasons. 


Several jewelry manufacturing con- 
cerns in the Attleboro district report 
business as improving. The L. G. Bal- 
four Co. of Attleboro opened its factory 
early in April, after several weeks’ idle- 
ness, for the production of a large order 
of graduation rings. The Watson Co. 
of Attleboro has just completed a sizable 
order for silverware. Straker & Free- 
man Co. of North Attleboro have called 
in old help with the prospect of orders 
which will keep the plant busy for some 
time to come. S. W. Card Manufactur- 
ing Co. of Mansfield has added five 


hours a week to production. 


Edward A. Moore, representative of 
R. F. Simmons Co., Attleboro, Mass., will 
make his headquarters in Los Angeles and 
continue to represent the concern on the 
Pacific Coast and in the South. Mr. Moore 
has been Western representative with 
headquarters in Chicago since 1914 and 
has long desired to make his home on the 
Coast. He will now be able to do so. As 
a consequence of this readjustment in ter- 
ritory, Harry J. Mitchell, who has been 
traveling sales promotion agent for some 
years, will represent the concern in the 
Middle West with headquarters in Chi- 
cago. After May 1, the New York office 
of the company will be located at 9 
Maiden Lane. 
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Sznehroslide 





A patented 
feature ex- 
clusivemgpn 
A&Z 
Brace- 
lets. 








Bracelets. 


A & Z Bracelets. 








SELF ADYUSTING BUCKLE 












Two of 
the most 
active 

numbers in 
the varied 

A & Z line. 


Quality 
Maintained 


It is gratifying to us to re- 
ceive so many indications 
from reputable jewelers that 
they appreciate the main- 
tenance of high standards of 
quality in A & Z Watch 


Graduation opens new op- 
portunities for the sale of 


Orders shipped promptly. 























WHERE TO BUY 


= ee 


CRAFTSMANSHIP IN REPAIRING. 
ARTISANS FOR SPECIAL ORDERS. 
“EXTRA’’ DIVIDENDS 
ON YOUR OLD COLD. 


WENDELL & COMPANY 
CHICAGO NEW YORK 


Sucomparable 
tC ang 








OUR WORK COSTS NO MORE THAN 
ORDINARY WORK 
BECKER-HECKMAN CO 


29 E. Madison St. “CHICAGO, ILL. 








EVERYTHING IN 


SWISS WATCHES 


NURSES’ and PHYSICIANS’ WATCHES 
DE FRECE BERNSTEIN, INC. 


48 West 48th St. New York 


A. C. BECKEN Co. 


Wholesale Jewelers 


P.O. Box 1 
35 E. Wacker Drive, Chicago 




















PS for Mothers Day 


rad Naa Marcasite Monograms 


Write for Folder 


A De US Central Monogram Works 
7 W. Madison Street 
CHICAGO Est. 1915 


ea. 














ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$ 3-50 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$4.00 





Same in 17-Jewel 
$5.00 


Same in 12 size, re $3.75 
with a_ beautiful LSE 5.06 
Fancy Silver Dial eS ee 6.00 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
road Watehes, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not received our new 1933 
Circular write for it— 


LEW & ROSENBERG 


5 South Wabash Avenue, Chicago 














CHICAGO: 


Jewelry News Flashes from the Great Central Weg 


Frank Milhening, of J. Milhening, Inc., 
spent about two weeks in New York and 
the east on business during April. 


Emil Noel, wholesale jeweler located 
in the Heyworth building, has returned 
to his office after two months of illness 
during which he was in a sanitarium in 
Rockford, III. 


Charles Rudnick & Co., watchmakers 
and jewelers, and Allen Pinero, repre- 
senting C. A. Marsh & Co. and Le Stage 
Mfg. Co. for several years on the 11th 
floor, have removed to room 1800 of the 
Heyworth building. 


Arthur Manheimer, of Manheimer 
Watch Co., accompanied by Mrs. Man- 
heimer, left Chicago about the middle of 
April for an extended automobile trip to 
New York and Massachusetts combining 
business and pleasure. 


The National Association of Credit 
Jewelers plans to hold its convention at 
the Hotel Sherman, Sept. 11-15 and the 
complete plans of the convention, as well 
as its Century of Progress jewelry expo- 
sition, are expected to be released about 
May 10. 


Harry Sachs, aged 50, died early in 
April of pneumonia at his home in Chi- 
cago. For several years Mr. Sachs had 
been in charge of the billing department 
of the Stein & Ellbogen Co. and prior to 
that was associated with other wholesale 
houses in the city. 


Joe Costino, for more than 20 years 
buyer of the jewelry, watch and radio 
departments of Spiegel, May, Stern Co., 
resigned from this position last month 
but has not announced his future plans. 


A. Y. Boswell, Tulsa, Okla., spent 
several days in Chicago during April 
during which he purchased the entire 
stock of diamonds, watches and jewelry 
of the J. W. Forsinger Co., wholesaler, 
and removed it to Tulsa where he in- 
stalled it for sale in his store room 
located at Fifth and Main Sts. in that 
city. 

At a recent meeting of the Jewelers’ 
Fraternal Association of Chicago the 
following officers were elected for the 
ensuing year: C. A. Lundquist, president; 
Frank Moran, vice-president, and John 
G. Leiner, secretary and treasurer. Direc- 
tors selected to serve two years are A. J. 
Oppenheim and E. L. Imhoff. The teas- 
urer’s report was very encouraging in as 
much as he showed cash and good bonds 
on hand to an amount of over $8,500 not- 
withstanding the fact that the dues for 
this year were remitted. 


Jewelry is to have a prominent place at 
the Third Annual National Premium Ex- 
position during the convention of the 
Manufacturers’ Merchandise Advertising 
Association which sponsors it. This will 
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be held at the Stevens Hotel, May 15-19, 
Among the houses in the jewelry industry 
that have reserved space are the Wm. [, 
Gilbert Clock Co., Manheimer Watch 
Co., Seth Thomas Clock Co., Eastman 
Kodak Co., and others. Guest member. 
ship cards entitling the holder to reduced 
railroad rates may be obtained from A, 
B. Coffman, exposition manager, 35 §. 
Wacker Drive, this city, or H. W. Dunk, 
secretary of the association, 2 Lafayette 
St., New York. 


Upon the opening of the ball season 
on April 12 at Washington, D. C., the 
American League presented President 
Roosevelt, Mrs. Roosevelt and vice-presi- 
dent Garner with passes for the 1933 
season. The leather containers for these 
passes were trimmed with two color gold 
monograms for the men and a marcasite 
monogram for Mrs. Roosevelt, all of which 
were made by the Central Monogram 
Works, of 7 W. Madison St. S. B. Kahn, 
owner of this company, has made the 
monograms for these presentations by the 
American League to president and first 
lady of the land for the past five years, 


The Jewelers’ Optimist Club, an organ- 
ization with no membership fees, dues or 
by-laws, has recently been formed here, 
the originator being Charles F. Baum- 
rucker, of Jones & Baumrucker Co., who 
is president of the National Association 
of Credit Jewelers. All the members 
must do is to subscribe to a creed 
acknowledging he believes business will 
be good this year, believes in spreading 
optimism, believes that the jewelry indus- 
try has a great future and that there is 
more to sell customers than simply the 
merchandise. He must believe that the 
depression has ended, believe in America, 
its flag and its future. Any retail jeweler 
may become a member by writing J. 
Frank Newman, 31 N. State St. 


A very smooth job of shoplifting was 
worked on several well known houses 
here during the week of April 10 by a 
man and woman who represented that 
they desired to purchase some large 
pieces of diamond jewelry. Three promi- 
nent “loop” retailers and one wholesale 
house suffered losses, including expensive 
diamond brooches and rings, through the 
adroitness of the operators. Their meth- 
ods were the same in all houses except in 
the wholesale house where they faked the 
recommendation of a well-to-do customer 
of the house and said they merely wanted 
to look and would place order through the 
dealer. The man, who was alternately 
a doctor and major, is described: as 55 to 
60 years of age, grey hair, about 5 feet 
6 inches tall, weighing 165 pounds and 
has a wart on the lid of his left eye. The 
woman accompanying him was slightly 
younger, grey hair and slightly taller 
than the man. The man talked incessant- 
ly, the woman very little. 


THE JEWELERS’ CIRCULAR 
for May, 1933 

















Philadelphia 
(From page 64) 

Members and guests of the Watch- 
makers’ Association of Philadelphia spent 
a very pleasant evening April 20 at the 
Jewelers’ Club, 1209 Walnut St., where a 
special entertainment was provided. 


The Association of Wholesale Jewelers 
of Philadelphia held its regular monthly 
luncheon meeting on April 19 in the Adel- 
phia Hotel. The principal topic of dis- 
cussion was in regard to the question of 
terms which the association recently 
adopted. A definite holiday schedule was 
also discussed. 


F. X. Zirnkilton, 82-year-old dean of 
the jewelry trade of Philadelphia, is now 
completing another masterpiece in the 
form of a solid gold mermaid, adorned 
with diamonds and Oriental pearls. It is 
Mr. Zirnkilton’s intention to add this 
creation to his well-known collection, 
which includes the Neptune Cup, the 
Liebestraum Cup, the Lion Fighter and 
Hercules. 


The Philadelphia College of Horology 
announces that the following students 
have completed course in watchmaking 
and are now located in their respective 
home towns: Clement R. Field, Brunswick, 
Me.; Clarence T. Field, Brunswick, Me.; 
Roy B. Hull, Martinsburg, W. Va., and 
Vincent Miskiewicz, Shamokin, Pa. Allen 
E. De Haven of Washington, D. C., will 
complete course as a junior watchmaker 
on May 1. 


The Canadian Institute of Mining & 
Metallurgy will award annually or at the 
discretion of its Council a platinum med- 
al for distinguished service to the Can- 
adian mineral industry. Dr. R. Tait 
McKenzie internationally known Can- 
adian sculptor now living in Philadelphia 
has been appointed medallist, and is now 
working on the medal. The medal which 
is to be struck in platinum, will be two 
and one-half inches in diameter or slight- 
ly smaller than the George Washington 
Bicentennial Medal struck in platinum at 
the Philadelphia Mint for President 
Hoover last year. 


Where to Buy 


DOMESTIC 
China and Glass 


by 


LENOX 
LENOX, INC. 








LENOX CHINA 


SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 








“GOLDEN” 


by Sebring 
The very best for 
Special Sales 
WRITE FOR PRICES 
SEBRING POTTERY CO. 
Sebring, Ohio 
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Stringent Regulations Covering 
Gems Imported for Exhibitions 


Wasuincton, D. C., April 24—Acting 
on the protest of the American Jewelers 
Protective Association, THE JEWELERS’ 
CiRcULAR and other bodies against the ex- 
isting opportunity for fraud in the re- 
export of jewelry merchandise sent to 
exhibitions, Acting Commissioner of Cus- 
toms Frank Dow signed a decision cov- 
ering withdrawals of precious stones that 
will completely meet the situation. This 
was approved by Secretary Woodin, 
April 18. It is in the form of a letter 
to Collectors of Customs and reads: 


_ “Under Article 938 of the Customs Regula- 
tions of 1931 importers may, under the super- 
vision of the storekeeper, examine and sample 
merchandise in bonded warehouse, and, for 
safety or preservation only, repack or transfer 
such merchandise. The regulations, however, 
do not require that articles withdrawn for ex- 
portation or domestic consumption shall be 
returned to the appraiser for reexamination as 
to their identity. 

“In order to more adequately safeguard the 
revenue precious stones or pearls, mounted or 
unmounted, withdrawn from bonded warehouse 
or from exhibitions for exportation or domestic 
consumption shall be returned to the appraiser 
at the port of entry for reexamination as 
to their identity. Precious stones or rls 
intended for exportation shall be seaied and 
exported under customs supervision; those in- 
tended for domestic consumption shall be re- 
leased to the importer only after the appraiser 
is satisfied that they are the identical articles 
imported.” 





New Gold License Law in Chicago 


Cuicaco, April 18.—Chicago has a 
new license law covering the buying of 
old gold as a result of the work of a 
committee of jewelers headed by Harry 
Radix, president of the Chicago Jewelers’ 
Association, Henry Mortensen, secretary 
of the Illinois Retail Jewelers’ Associa- 
tion, William Gibson of Cole & Young 
and some others. 

This new ordinance is really an 
amendment to the one formerly passed 
and which has been practically a dead 
letter for a number of years. The old 
ordinance forced every jeweler buying 
gold to take out a license and pay $50. 
This was enforced in the breach rather 
than in the observance. Owing to the 
situation that has arisen through the 
buying of old gold, Mr. Radix got to- 
gether leaders of the industry who went 
before the Finance Committee of the City 
Council and arranged for a workable 
ordinance with a fee of but $25. 

The ordinance which becomes effective 
May 1 will have the cooperation of the 
retail jewelers throughout the city as it 
is designed to protect the public from 
irresponsible buyers of gold. The im- 
portant part of the ordinance lies in the 
clause providing that any one taking out 
a license must have a designated place 
of business and cannot operate elsewhere. 
It specifies that no person or firm can 
solicit from house to house to buy and 
sell old jewelry, precious metals or 
precious stones. 

The License Bureau is now split up 
and each police district has its office in 
charge of its enforcement. Each pur- 
chase must be recorded by the licensee 
with a description of both the purchase 
and of the seller as well as the price 
paid, which are taken up by the police. 
Articles must be held for 10 days before 
being sold. 
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Where to Buy 
IMPORTED 
China and Glass 











FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 
KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 








ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 








Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 








DRESDNER ART DECORATIONS 
DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 
Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 





104 Fifth Ave. 


ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 


WH. 8S. PITCAIRN CORPORATION 
New York, N. Y. 


CHINA 








Famous the World Over 
Available from New York Stocks 


ROSENTHAL CHINA CORP, 149 Sth Ave., New York 





Handsome Cuttings and 
PAULA. STRAUB & CO., Importers 


BEVERACE CLASSWARE 


in stock for immediate delivery 
Beer Jugs and Tumblers, Wine Glasses 


and Decanters in Fine Crystal and 
tions. 


105-107 Fifth Ave. New York 













































































Dip You GET 
Your Gold-lettered Sign? 


(Size 6” wide, 3” high) 





Place it on your display window—inside of a show 
case or inside of the glass on your street clock. 


IT IS NEAT AND ATTRACTIVE. 


This is just another of the many services available 
to the established jeweler through DEE & CO., 
who have accepted both small and large ship- 
ments of old gold, silver and platinum during 


44 years of 
conscientious refining service. 





Your sign painter 
would charge $7.00 
for a similar sign. 











We give this to shippers of old gold. Write today. 
THOMAS J. 


DEE s.CO 


PRECIOUS METALS 


55 E. WASHINGTON STREET 
CHICAGO:::ILLINOIS 





























a 
Our Returns 


For the Value of Quantity Shipments 
of Precious Metal Scrap are Made 


on the Basis of 


ASSAY * 
The Only Method for Exact 


Determination of These Values 








Promptness Consistent With Accuracy 


T. B. HAGSTOZ & SON 


709 SANSOM STREET PHILADELPHIA, PA, 
Thirty-five Years of Refining Service 


















*The chemical analysis or testing of an 
alloy or ore, to ascertain the ingredients 
and their proportions. 












PLATINUM 


AND 


IRIDIUM-PLATINUM 


IN ALL FORMS TO SUIT 
JEWELERS’ REQUIREMENTS 


ALSO 


Hard Platinum, Palladium 
and 
Special Alloys for all purposes 


airs ate MAtTtTHEY 


and Company, Inc. 
15 West 47th Street, New York City 


Telephone Bry 9-4645 


We guarantee the purity of all our metals and our customers can 
safely rely on our products being exactly as represented. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 














(Continued from the April issue) 


How shall we proceed to face the ends of the pinion 
head and give them a high polish? 

Answer.—If we examine the heads of the pinion heads 
in very high grade movements it will be observed that 
they are very flat and exquisitely polished. With pinions 
for low grade movements the ends of the pinions (if they 
are finished at all) are simply stoned with a square edged 
oilstone slip or else burnished. As far as actual results 
in timing are concerned, this method is good enough for 
any movement, but in very fine movements, all parts are 
very accurately finished and highly polished. To produce 
the very fine finish, we shall use the pivot polisher with 
suitable laps and polishing powders. The proper lap to 
use is a small bell metal lap with a flat face and very 
sharp corners. The face of the lap should be lightly 
cross-filled and the edge should be treated likewise. This 
will hold the polishing powder much better than a 
perfectly smooth surface. In this connection, we should 
use a No. 6 cut file for scoring the laps and this file should 
not be used for any other purpose. With the lap prop- 
erly prepared and placed on the spindle of the pivot 
polisher, then we may grip the long end of the pinion 
arbor loosely in the wire chuck and spin it true with 
the finger nail, then tighten the chuck. There is no 
particular preference for finishing the short end of the 
arbor first, but if we can lap a true smooth surface on 
the short end of the arbor, we can often grip the short 
end in a wire chuck while finishing the long end of the 
arbor. Whenever it is possible, we prefer to use a wire 
chuck for such operations as it is a great time saver, but 
there are many cases where it is necessary to center such 
a job in wax and, of course, this always requires more 
time to handle the job. Where an arbor is extremely 
short, we run the risk of snapping off the end if we grip 
it in a wire chuck. In such cases, we must necessarily 
resott to a wax chuck, as we cannot afford to take 
chances where much work has already been performed 
on a piece. 

Now previous to polishing the arbor we should under- 
cut the pinion head slightly with a sharp graver. ‘This 
will allow the lap to cut a clean, sharp corner and when 
it is nicely done, the graver cut will have a sharp corner. 
The spindle of the pivot polisher should run at a 
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fairly high speed, while the pinion should be run at a 
low speed. We may apply a small amount of soft rouge 
and oil to the face of the lap and run the lap up to the 
pinion arbor until it makes a firm contact, but we must 
not force the lap in any case. While lapping the arbor, 
the spindle should be moved back and forth slightly to 
break the fine grinding lines of the lap. If the arbor re- 
quires to be made any definite dimension, we may meas- 
ure it with the micrometer caliper to obtain the correct 
diameter. 

Our next step will be to lap the pivot to fit the jewel 
hole. When we made measurements of the original 
pinion, it will be recalled that the pivots measured .014 
so it will fit the jewel hole. If we undercut the pivot 
slightly, we may be sure of a clean, sharp corner, then if 
we lap the pivot to the required dimension we may be 
sure of a perfect job. In taking our measurements from 
the original pinion it will be assumed that the pivot fit 
the jewel hole properly, then we must lap the new 
pinion pivot to fit properly in the jewel hole. If we lap 
the pivot to such size that it will incline to angle of 10° 
from upright, we may be sure of a perfect fit as such 
inclination will give about .001 which is ample for side 
shake. 

Assuming that we have fitted the pivot properly to 
the jewel hole, then we may remove the pinion from the 
chuck and reverse it, allowing the long end of the arbor 
to protrude for the final finishing. In this case, we may 
have to use a smaller wire chuck to hold the pinion arbor, 
also, we must pay particular attention to selecting a 
wire chuck that will fit the arbor closely. We will spin 
the pinion true in the chuck by holding the finger nail 
against the pivot. Usually, this may be easily done, but 
if we find that we cannot cause the pinion to run true 
in this manner, we must use a wax chuck. This is simply 
a cement brass of small diameter with a perfect female 
center turned in the end and special attention is called 
to two points; the center must be turned perfectly true 
to a sharp point and it must be of such anglesthat the 
sides will clear the end of the pinion head. Then, when 
we insert the pinion into the cone, the pivot will rest 
directly in the extreme end of the cone. When the wax 
is applied and heated and we spin the pinion true by 














LEES & SANDERS 


Better returns for your Sweeps mean 


AN INCREASED PROFIT 


SWEEP SMELTERS. 
BIRMINGHAMSI,ENG. 

















ON MY WAY TO 
NEW YORK AND 
THE PICCADILLY 


x 


. best hotel | know! 
Near everything, just 
200 feet from Broad- 
way. Modern, hospit- 
able, and comfortable. 
Like the Manager, 
like the rates —$2.50 
single, $3.50 double, 
for a room with bath! 


THE HOTEL - 


PICCADILLY 


oS 45th St. + W. of Broadway « New York 
WILLIAM MADLUNG, Mag. Dir. 
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NEW YORK “zezests 


* 
HOTEL 


43rd STREET, 


Not only does The Woodstock afford a restful, 
homelike atmosphere but its excellent location, at 
the edge of Times Square, is unusually accessible 
to New York's chief interests. It's but a few minutes 
walk to important shopping and business districts 
and Broadway with its galaxy of theatres, is at 
the corrier. Guest accommodations are spacious 


and airy. Excellent popular priced restaurant. 


Daily Rates 


SINGLE ROOMS andBATH .. . . from $2.50 
DOUBLE ROOMS and BATH . . . . from $3.50 
Specially weekly and monthly rates on application 


WOoDs TOCK 


EAST OF BROADWAY, NEW YORK 


A KNOTT HOTEL 


0 A A A A A A ME A A A 
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holding the finger nail against the opposite pivot we may 

be sure that the pivots are properly aligned for the final 

finishing. ‘Then we may proceed to lap the long arbor of 
the pinion to the proper size. 

In our original drawing of the pinion, it will be re- 
called that the long arbor of the pinion measured .037 
at the large end and .034 at the short end. These meas- 
urements would give us a tape of approximately 1° 
angle, and we should set our pivot polisher spindle to 
this angle. This angle of 1°, however, is simply an 
approximation and we may determine it more accurately 
by running the lap lightly against the arbor and ex- 
amining it with a glass. Then we may readily determine 
if the pivot polisher spindle requires further setting to 
produce the proper taper. 

Assuming that we have determined this angle cor- 
rectly, then we may proceed to lap the arbor to the cor- 
rect size. Now, we may measure the arbor with the 
micrometer caliper, but, as in the case of the pivots, it 
is best to try the arbor directly on the wheel it is to fit. 
With a tapered arbor, the wheel should fit closely on the 
arbor at a point about half way between the pivot and 
the end of the pinion head. This will allow sufficient 
stock on the arbor to permit driving the wheel securely 
in place with a staking tool. 

Assuming that we have attained the correct size on 
the arbor for a drive fit then we may set the pivot polisher 
spindle parallel with the lathe centers and proceed to lap 
the end of the pinion head, first under-cutting it slightly. 
Care should be observed at this point to confine our lap- 
ping to the pinion head and not the arbor as it has been 
lapped to size. 

Our next step will be to lap the pivot to the correct 
size, observing the rules already given for obtaining the 
final fitting in the jewel hole. 

Our final operation will be to make the pivots the 
proper length. This may be done with an oilstone slip 
and the pivot should be made of a proper length to con- 
form with the other train pivots in the movements. 
Also, the pivot should be nicely rounded on the end and 
the final polish may be attained by using a fine jasper 
stone. Now, if we remove the pinion from the wax chuck 
and boil off the wax in alcohol, we may shorten the op- 
posite pivot as required and our operation is completed. 
If all operations have been carefully followed, we will 
have a pinion that is perfect in every detail. 


The Horological Institute of America and 
The National Competition for Watchmakers 
By R. E. GOULD 


In January of this year, the Horological Institute of 
America inaugurated a National Competition for Watch- 
makers, for the purpose of arousing interest all over the 
country in some of the delicate operations involved in 
the. watchmaking profession and at the same time to 
Promote a wider knowledge of the work that the In- 
stitute is doing. 

Since 1921, the Institute has been working to raise the 
standard of the watchmaker and to make the public 
realize the value of a watch and the necessity of having 
It Properly cared for by a competent watch repairer. To 
this end a series of examinations was established for de- 
termining the qualification of watchmakers in different 
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grades. Many watchmakers have taken these examina- 
tions and have received the certificate granted by the 
Horological Institute of America. This certificate when 
displayed in the window or shop informs the customer 
that here is a man who is capable of doing a good job and 
who subscribes to high standards of workmanship. 

It is the desire of the Institute and its members to 
maintain the standards set up, and to increase the list of 
good service stations, for such are the shops of the re- 
liable men. It is hoped that the present competition will 
bring more to realize the fine work involved. 

The prizes in themselves are valuable, but the honor ot 
winning will have a wider effect, especially when the list 
of winners is published. The winner of the grand prize 
of $100 will have true reason to feel proud of his work. 
A plan is now being evolved whereby the work of the 
winners in the various contests will be exhibited in dif- 
ferent parts of the country. 

The competition closes June 15 but application must 
be filed not later than May 15. If you are a good watch- 
maker and feel that you want to associate yourself with 
an organization whose object is advancement of the stand- 
ing of the watchmaker, you are urged to enter the com- 
petition. Whether you win or not, the dollar entrance fee 
will entitle you to a year’s membership in the Horological 
Institute of America, for which the regular fee is five dol- 
lars. A membership card will be sent you, and you wili 
be recognized as a member of a forward looking organiza- 
tion, for more and more the demand is growing for certi- 
fied watchmakers. 

To those who are not watchmakers but who are inter- 
ested in horological subjects, an invitation is extended to 
become a regular member of the Institute. Information 
regarding the competition or membership may be ob- 
tained from the corresponding secretary, R. E. Gould, 
114 Philadelphia Ave., Takoma Park, Md. 


Annual Meeting of H. |. A. to be Held May 8 
at Washington, D. C. 


WasHINGTON, D. C., April 17—The annual meet- 
ing of the Horological Institute of America will be held 
at the home of the National Academy of Sciences and 
the National Research Council, 2101 Constitution Ave., 
N.W., on Monday, May 8. 

The morning session will open at 10 o’clock and will 
deal with reports, discussions and other matters of busi- 
ness. 

The afternoon session will be addressed at 2 p.m. by 

Dr. Paul Heyl, a leading physicist of the National Bureau 
of Standards, who will take as his topic, “Time Intervals 
as Scientific Tools.” Following the talk, the regular busi- 
ness will be resumed. This will consist of further discus- 
sions, resolutions and election of members of the Advisory 
Council. The officers are elected by the Advisory Council 
from its membership immediately following the afternoon 
session. 
The evening session will take the form of an informal 
dinner. The entertainment will consist of a musical pro- 
gram of piano music by Miss Helen Williams of Washing- 
ton, male solos, and songs by a double quartet from the 
Baltimore and Ohio Glee Club. For the meeting this 
year, the Lee House, 15th and L Sts., N. W. has been 
chosen as the officia! hotel. 


































































ACCURACY 


plus 


PROMPT 
PAYMENT 











by check or money order. 


for your 
GOLD — SILVER 
PLATINUM /illed-plaled 


Ss PYCO 


SMELTING & REFINING CO. 
MINNEAPOLIS -MINN. 






BUY AMERICAN MADE 
WATCH AND CLOCK OIL 


NYE’S OIL 


For fifty years the standard lubricant 


for watches and clocks 


ORDER FROM YOUR JOBBER 





WALL STREET JEWELRY CLEANER 


A scientifically prepared solution for restoring the lustre to dia- 
monds and other fine jewels and jewelry, removing all foreign 
substances, being something different from the ordinary cleaning 
solution, a professional cleaner’s formula. 






i- -4 a - + ngestecuseees an we $1.20 _ Attractively packaged. 
yh fe Po Ncndeemeeeseee xpress Charges Prepaid. 

7” Trade Mark |! (one) doz., ['% 02.........--. 1.70 Net Cash with order. 
Reg. 8. "(trial size) Check or Money Order. 


U. 
Pat. Of. R. E. SMITH, 2698 Bailey Avenue, New York, N. Y. 


Write for circular “‘What ts Wall Street’’ 





REEVE & MITCHELL CO. 


SINCE 1898 
NON-TARNISHING 


FLANNEL BAGS and ROLLS 


Philadelphia, Pa. 


L110 Sansom Street 





















D’ARCY OILS 


For Wrist Watches, 
Watches and Clocks 


The finest and purest science has created. 

There are none better in the world. 

They are clear and clean to the last drop, 
hecause the chronometer oil and the 
watch oil have glass droppers. 

No dirt from screwdrivers. 

All have bakelite screw. cap tops. 


Chronometer Oil—Specially refined 



























for fine small wrist watches...... 60c per bottle 
UNRIEN OED lee et ohte ® orcchaereln ain goc “6 
Clock oil—for French and other fine 

REE oc aks os etiohmima Ges ees 30c * “6 












Clock oil—large size—8 drams....25¢« “ < 


If unable to obtain at your material 
dealer, order direct from 


D’ARCY OILS 


446 West 125th Street 
NEW YORK CITY 





















Postage Prepaid 


If four (4) bottles (one of each kind) are ordered 
at a time we shall send you one 50c size bottle of 
STRONGHOLD WATCH CRYSTAL CEMENT 
FREE. 


Money-order or stamps must accompany each order 
















































LEARN ENGRAVING 


Learn how to lay out attractive monograms and 
how to engrave them, how to do celluloid en- 
graving and filling in engraving. Wm. Kassel’s 
“Short Course in Engraving for Jewelers” tells 
you how. 

It also gives full instructions for Making Wax 
Colors, “Tinting,” Raised Gold and Silver Let- 
ters on Celluloid, The Care and Sharpening of 
Gravers, etc., etc. Interesting, instructive, illus- 
trated. Order a copy of this vaiuable booklet 
today. Send fifty cents to— 


THE JEWELERS’ CIRCULAR 
239 West 39th Street New York, N. Y. 


—=—S—Sasa 














FOR QUICK, ACCURATE AND 
SATISFACTORY RETURNS 
EASTERN SMELTING & REFINING CORP. 


Refiners of Gold, Silver and Platinum 
SWEEP SMELTERS 
Established 1896 


107-109 West Brookline St., Mass. 


Boston, 













From a Jeweler Refining the Hoke Way! 


‘Enclosed find 2nd payment on Refining Instruc- 
tions. I can’t begin to thank you enough for this 
valuable book. On my first filings I realized 
$12.00 more than I would have gotten otherwise, 
besides $3.00 in platinum.” 


Cash in on this profitable business— 
Free booklet EB tells you about tt. 


Jewelers’ Technical Advice Co., 22 Albany St., N.Y.C. 
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A mass of discarded jewelry, watch cases and other old articles, ready for the melting pot 


Testing Gold and Purifying Scraps and Filings 


HE testing of gold is a question of the first impor- 

tance to the young jeweler interested in buying old 
metal. In the first place a slight difference in the quality 
makes a decided difference in its value, and so the question 
of profit or possible loss depends upon a reasonably close 
approximation of its quality, and in most cases the test 
will have to be made in the quickest and least expensive 
manner. 

Fortunately, there is a way in which it may be tested 
that comes within these requirements. It is known as the 
“touchstone” method, and has been practiced from time 
immemorial as is evidenced in ancient writings, and the 
common phrase “the touchstone” has been applied to 
nearly everything concerning human life in some form or 
other. The apparatus is simple and inexpensive and no 
jeweler can afford to do without it. The most expensive 

: part is the collection of testing needles. These needles 
consist of various qualities of gold attached to as many 
pieces of brass, the whole joined together so that any one 
| or two needles may be separated from the rest with the 
least loss of time. They usually go by even numbers and 
are stamped plainly so as to be distinguished at a glance. 

Other parts of the outfit are the stone which is a piece 

of black flint, and a bottle of nitric acid. The test is 
based upon the fact that gold is not soluble in nitric acid 
while the metals with which it is alloyed are readily at- 
tacked by the acid. 

The method of applying the test is as follows: 

Suppose the article to be tested is a finger ring. It is 
rubbed on the stone back and forth until a portion of the 
metal forms a streak more or less bright and metallic in 
the center and shading off near the edges. If the ring is 
stamped, we select a needle as near its quality as we may 
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judge by the s.amp and its appearance, and make a streak 
beside the first one and about the same surface; that is, 
about the first appearance, for if it is rubbed more than 
the article was rubbed it would make a thicker plating of 
gold and might resist the acid longer. Another streak is 
usually maJe in the same way on the other side of the first 
one with a needle higher or lower than the first one 
chosen. 

The nitric acid is applied with a swift sweep over all 
three streaks at the same time and the result observed. 
The streak that changes most rapidly is the lower karat of 
course. To make this clearer, suppose that we think the 
specimen to be about 10 karat; we first make a streak with 
the ring and use an 8 karat and a 10 karat needle to make 
streaks on either side of it. Then when the acid is swept 
over them the streak of the ring and the 10 karat needle 
changes alike while the 8 karat streak changes more rapid- 
ly, we are safe in saying that the ring is 10 karat fine. If 
the ring streak changed more rapidly than the 10 karat 
streak or about like the 8 karat streak it would show that 
the ring was only 8 karat. In this way we may test any 
article, as the amount of gold taken off by the stone is so 
small as to be unnoticeable. 

If the article is of high quality the streak will not 
change rapidly under the acid unless we add a little salt to 
the acid. This should be mixed in a small quantity as the 
mixture is not a stable one and therefore will not keep 
long. A filler such as is used to fill fountain pens may be 
used to drop five or six drops of acid into a watch glass 
and a few grains of common salt stirred in. This forms a 
weak aqua regia and dissolves gold to a slight extent and so 

(Turn to page 79) 

























































Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
swers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 


Main Office, 239 W. 39th St., N. Y. 
——— 


Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 





EXPERT POLISHER, lapper, colorer on 
gold and platinum jewelry, wishes posi- 
tion. Saul Bodarky, 774 Mott Ave., 
Bronx, N. Y. 





HUB AND DIE CUTTER, jewelry de- 
signer, able to make all tools required 
for same, wishes position with reliable 
firm. Address “B., 63,” care Jewelers’ 
Circular. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., So. Wabash Ave., 
Chicago, Ill. 





WATCHMAKER AND SALESMAN, de- 
sires position in refined store, in near 
future; experienced in optics. Address 
“D., 182,” care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





DESIGNER AND MODELER of platinum 
jewelry desires a position with a re- 
liable concern; best references. Address 
“B., 129,” care Jewelers’ Circular. 





WATCHMAKER, 27, first class work on 
all grades of watches and clocks ; some 
jewelry repairing; capable of waitin 
on trade; best of references. R. a 
Burckhardt, Boscobel, Wis. 





FORMER OWNER of New England retail 
jewelry store is open for position as 
manager, buyer or salesman where ex- 
perience and dependability desired. Ad- 
dress “S., 154,” care Jewelers’ Circular. 





WATCHMAKER, JEWELER, engraver, 
10 years’ experience, watch school 
training, age 27, wants position in New 
York City. R. A. Pool, Box 525, Lake 
Worth, Florida. 





SALESMAN, fine watches and Jewelry 
vast experience, good following better 
retail trade, East and Middle w 
= “Q., 158,” care Jewelers’ Cir. 
cular. 








SALESMAN, capable, covering Metropoli- 
tan area, Westchester and Long Island 
with car, wishes connections with re- 
putable firm; also a side line. Address 
“W., 168,’ care Jewelers’ Circular. 





CERTIFIED WATCHMAKER, Swiss or 
American, fine work; increase business ; 
good appearance; references; percent- 
age basis or salary. Hite, 196 Van 
Alst St., Queens, New York City. 





BOOKKEEPER, STENOGRAPHER, ten 
years’ experience, complete charge of 
office and all details, own correspond- 
ence, financial statements. Address 
“T., 117,” care Jewelers’ Circular. 





RETAIL SALESMAN, 11 years’ experi- 
ence, buying, selling and display _in 
large store, all departments; can give 
good recommendation. Address “W., 
197,” care Jewelers’ Circular. 





EXPERIENCED SALESWOMAN, book- 
keeper, stenographer, open for a full or 
part time position; can furnish bond 
and first class references. Address “V., 
196,” care Jewelers’ Circular. 





CAPABLE YOUNG MAN, 26, married, 
wishes connection with reputable house ; 
10 years’ wholesale and retail experi- 
ence; six years last house. Address 
“S., 194,” care Jewelers’ Circular. 





A-1 WATCHMAKER, certified by the 
Horological Institute of America; 15 
years’ store and shop experience; Ger- 
man, married; best references. Ad- 
dress “X., 198,” care Jewelers’ Circular. 





WATCHMAKER AND SALESMAN, full 
or part time, employed at present; ex- 
pert on all watches; neat, young man 
with reference; take charge of repairs. 
Fordham 7-3461, New York. 





HUB CUTTER, designer and die maker, 
expert; reliable and reasonable; per- 
manent position preferred, or will do 
work at home. Address “A., $749,” 
care Jewelers’ Circular. 





PROGRESS IN YOUR STORE is what 
I assure through my abilities as 
salesman. Address “N., 148,” care 
Jewelers’ Circular. 





YOUNG LADY, several years’ experience 
in wholesale jewelry business, familiar 
with all detail work in manufacturing 
and jobbing lines; excellent references 
furnished. Address “P., 8889,’ care 
Jewelers’ Circular. 





WATCHMAKER, JEWELER, diamond 
setter and engraver, open for position; 
long experience; references furnished; 
married, age 35; will work for $25 per 
week. Mack Warren, Gen. Del., Gas- 
tonia, N. C. 





YOUNG WATCHMAKER desires position 
with reliable store; ten years’ experi- 
ence; holder of certificate from Horo- 
logical Institute of America; good refer- 
ences; now employed. Address “E., 
132,” care Jewelers’ Circular. 





SALESMAN, Chicago headquarters, well 
established following to jobbers and re- 
tailers, Middle West, South and Coast, 
desires connection; highest references. 
reel 5220 Harper Ave., Chicago, 





WATCHMAKER, American - Polish, 13 
years’ experience, reliable, capable of 
taking full charge repair department: 
interested in reliable and permanen{ 
position only. Address “C., 174,” care 
wdewelers’ Circular. 





LL 


ENGRAVER, first class all around map 
desires permanent position with rej: 
able establishment; 20 years’ experj- 
ence; excellent references. P. C. Miller 
309 N. Spring St., Greensboro, N. Caro! 
ina. 











WATCHMAKER, married, 15 years’ ex. 
perience ; expert on railroad and bagu- 
ette watches; skilled in position ang 
isochronal adjusting; best references; 
Mountain states. Address “H., 143” 
care Jewelers’ Circular. 








POSITION WANTED by young man with 
diamond importer or diamond cutter as 
salesman; 10 years’ experience in sell- 
ing diamonds and jewelry; best refer. 
ences. Address “C., 130,” care Jewel. 
ers’ Circular. 





WATCHMAKER AND ENGRAVER, ex- 
perienced front man, reliable, capable, 
neat appearance and good character, 
desires position with future; best ref- 
erences; New England preferred. Ad- 
dress “D., 176,’’ care Jewelers’ Circular, 





BOOKKEEPER, SECRETARY, nine 
years’ executive experience in manufac- 
turing jewelry-diamond importing busi- 
ness; thoroughly competent and _initi- 
ative; excellent references. Address 
“B., 179,” care Jewelers’ Circular. 





TWENTY-FIVE YEARS’ EXPERIENCE 
in jewelry business, man 42 years old 
seeks position to manage retail store, 
or wholesale office in or near Néw York 
City. Address “V., 166,’ care Jewelers’ 
Circular. 





A-1 WATCHMAKER and mechanic, 16 


years’ bench’ experience; first-class 
tools, Clement Master Watchmakers’ 
Lathe; graduate from _ recognized 


school; best references. Alex. Baltsois, 
14 Neil Street, Marlborough, Mass. 





WATCHMAKER, ENGRAVER and clock 
repairer, desires position in states ad- 
joiniig Lake “Erie; experience, 25 
years; moderate salary; married; 12 
years in present position. Address “A, 
201,” care Jewelers’ Circular. 





RETAIL SALESMAN, 15 years’ expert- 
ence as real salesman, trim attractive 
windows; capable of managing cash or 
credit store; a go-getter; fine refer- 
ences. Address “H., 185,” care Jewel- 
ers’ Circular. 





DIAMOND IMPORTING and manufac- 
turing experience, young lady, book- 
keeper, stenographer, complete charge 
of office; nine years’ experience; refer- 
ences. Address “C., 184,” care Jewel- 
ers’ Circular. 





WATCHMAKER, 29, German, 15 years’ 
experience, best references, capable do- 
ing high grade repair work, fast, re 
liable and accurate, desires position. 
——" “M., 188,” care Jewelers’ Cir- 
cular. 





MANAGER, installment, several years’ 
experience; A-1 salesman; original win- 
dow trimming ideas; checks credits, 
care of collections, advertising, sales 
promoting; college education; salary 
secondary. Address “H., 90,” care 
Jewelers’ Circular. 
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Electric Clocks 
(From page 39) 


prospects for electric clocks and an opportunity for 


many ? 
interesting possible purchasers. 


In advancing an argument regarding the accuracy of an 
electric clock we usually tell the customer that a $5 elec- 
tric clock will keep time just as effectively as the highest 
priced watch—and it won’t be necessary to wind the 


clock. 
Associating a high priced watch with a $5 clock leaves 


the impression that a great deal more value and equally 
as accurate a timekeeper are contained in the clock than 
is actually represented by the $5 price. 


Old Gold Campaign 


(From page 35) 


of by people who not only pay ridiculously low prices 
for the metal but even cheat in weighing the same. Un- 
fortunately, many people who would not think of buying 
articles of precious metal from people whom they did not 
know will not hesitate to sell their gold, silver and plati- 
num to these agents. What is more, with some of these 
canvassers, the gold which they buy is never turned into 
the Mint or assay office and no benefit is received by the 
Government. 

Jewelers should point out that the one safe method for 
the public to follow is to dispose of gold through the 
legitimate jeweler who sends it to a responsible assayer 
and who, in turn, sends it to the assay office or Mint. 

The people who are selling their old gold are entitled 
to get a proper value for the same and those who are 
doing it for patriotic purposes are entitled to know exactly 
what is to become of it. Emphasize the point that the 
simplest way to accomplish both objects is to sell it to an 
established jeweler who can give assurance as to how 
and where it will be refined. 


Testing Gold 


(From page 73) 


hastens the action and saves time and, as it is inexpensive, 
it may be thrown away. 

Cleanliness is essential for if the article is greasy the 
grease will form a thin coating on the streak and retard 
the action of the acid. 

In rubbing the gold article on the stone care must be 
taken that we do not rub it from a place exposing a 
soldered joint as most solder is of very low karat, four 
karat being common. The test made from the joint would 
be of the quality of the solder and not of the metal. 

In testing watchcases or other articles made up of sev- 
eral parts it is safer to make a separate streak for each 
part, as the center may be 8 karat, while the backs may be 
10 karat and the bow and bezel of another quality. This 
is not difficult, for when we make the various streaks we 
may add a letter to indicate which of the parts were used 
in making that particular streak, such as “B” for bezel, 
“F” for front and so forth. A little practice and close 
observation in all that is necessary to insure success and the 
quality may be found within one or even one-half karat. 





A prominent refiner gave the following instructions for 
the stone and acid test of gold. 


THE JEWELERS’ CIRCULAR 
for May, 1933 


79 


Three things are necessary to make this quick deter- 
mination. 

1. The “touchstone,” which is a very hard black 
stone. 

2. Test keys, which run from 1 to 24 karats, and 
which are tipped with accurate alloys of the vari- 
ous karats. 

3. Nitric acid. 

A piece of old gold is scratched across the surface of the 
stone by rubbing up and down several times until a suf- 
ficient quantity is deposited on the surface of the stone. 
The operation is then repeated with one or more of the 
keys tipped with the actual karat alloy alongside the 
deposit of the gold which is being tested, and then the 
nitric acid is flashed across the stone. Then the trained 
eye of the person making the test watches carefully how 
the acjd attacks the various deposits, and whichever “key 
deposit” compares most favorably with the “unknown de- 
posit,” the gold so tested is judged to be of that particular 
karat. For example, if there are four deposits: 


a. Unknown deposit. 
b. 10 karat. 
c. 12 karat. 
d. 14 karat. 


And the 14 karat compares most favorably with the un- 
known deposit, it is considered as 14 karat. 





Tax on Articles Plated With Precious Metal 
(From page 49) , 


mentation, such as the gilded articles enumerated in the 
regulations. The ornamentation upon such articles is not 
plating. Gold leaf and silver leaf are in the nature of 
gold paint. Articles so treated may be said to be “gilded” 
rather than “plated.” It will be noted that if an article 
is actually ornamented with precious metals, such as gold 
filigree or any other precious metal, it nevertheless will 
be subject to tax if the article itself is within the scope of 
the law. 

For convenience gold only is referred to, but what 
is here said applies equally to platings of all precious 
metals, except silver-plated ware. The Bureau of Stand- 
ards advises that gold is usually plated upon articles by 
three different processes known as (1) the cyanide gold 
bath, (2) the cyanide gold bath with an electric current 
passed through, known as electroplating, and (3) weld- 
ing or soldering. 

These processes are referred to by various terms, but 
the fact that coatings of precious metal may sometimes 
be called a gold dip, gold flash, or gold wash does not 
exclude them from classification as platings. The tech- 
nical terms are merely descriptive of the process of plating. 
Welded or soldered articles usually have more precious 
metal upon them than articles treated by the other plat- 
ing processes, but neither the law nor the regulations 
make a distinction as to the thickness of plating required 
to produce an article which is an imitation of precious 
metal. 

For these reasons, it is the opinion of this office that all 
articles plated with precious metal (other than silver- 
plated ware), irrespective of the thickness of the plating, 
are taxable when sold by the manufacturer, producer, or 
importer for $3 or more. 


























CONSIDER 
THESE 

CONVENTION 
ADVANTAGES 


Grand Ball Room, 
largest in Washington, 
seating 1,200. Small Ball 
Room adjoining accom- 
modates 600. Many other 
meeting rooms seating 
from 30 to 300. Special 
Public Speaking De- 


vices ... 





Low Convention Rates, 
and individual conven- 
tion service furnished 
by Special Convention 
Committee that handles 
all conventions at the 
Willard... 


In the heart of down- 
town Washington—two 
blocks from the White 
House, across Pennsyl- 
vania Avenue from the 
New Commerce Build- 
ings, near U. S. Treas- 
ury, Public Buildings, 
Historic Sites, Shop- 
ping, Theatre, and Fi- 
nancial District .. . 



















* 


GIVE YOUR * 
CONVENTION 
NEWS SPOTLIGHT 


* Pace your convention in Wash- 


ington’s most celebrated convention setting—a hotel distinguished by 




























famous guests since Lincoln lived in the original Willard-——the source- 






point for the Big Stories of Capital Life and the glamorous social 





focus of political America. 


Write Today for [llustrated Booklet 
and Further Details 


Ch WILLARD HOTEL 


“‘ The Residence of Presidents ”°’ 


14th and Pennsylvania Avenue, Washington, D.C. 








H. P. SOMERVILLE, Managing Director 

















Successful Auctions 


I can raise cash for you—Or sell your store 
Do you want to quit? 
Business is good at all Johnston sales. 


out clean to the walls. 








—Write 











All Inquiries Confidential 


DIAMOND and JEWELRY AUCTIONEER. 
Over 20 years of successful selling of DIA- 
MONDS, WATCHES, and JEWELRY. Consult 
me for an HONEST, LEGITIMATE, SUCCESS- 
FUL sale. WRITE or WIRE 


WM. JOHNSTON 


616 Fifth Avenue, YOUNGSTOWN, OHIO 


JOHNSTON. My 
method will 
liquidate your 
merchandise into 
ready CASH. 
You will receive 
DOLLAR for 
DOLLAR with- 
out harming the 
reputation 
of your STORE. 
My policy in 
conducting sales 
is guaranteed to 


give you satisfac: For as little as $3.00 a day you can enjoy the 
tion, and bring 


you new custom- luxury and Minute Man Service of this fa- 
— en mous hotel. Located in the smart Grand Central 
yo wo Write for Zone, one block from Park Avenue. Restau- 
rant prices are amazingly economical, too— 
luncheon 65c and dinner with dancing, $1.00. 


HOTEL LEXINGTON 


48TH AND LEXINGTON AVENUE+ NEW YORK 
Under Ralph Hitz Direction ¢ Chas. E. Rochester, Manager 











———— 
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illinois Sales Tax Hampering 
Jewelry Business 


Cuicaco, April 19—The regressive ef- 
fect of the 3 per cent state sales tax which 
has been in operation here is becoming 
apparent throughout the entire state, par- 
ticularly among the jewelers. It is not 
only hampering sales of Illinois jewelers, 
but is helping to increase the competi- 
tion by retailers in other states to whom 
local people are going for merchandise 
as much for spite and to show their feel- 
ing against the tax as to save money. 

Many examples of the situation that 
developed could be cited, but the state- 
ment of one of the leading Chicago re- 
tailers is typical. The head of his watch 
department, for instance, cited that he 
had lost three important sales last week 
as a result of the reaction against the 
tax. For instance, one man immediately 
balked when told of the tax, stated that 
he goes to Milwaukee every week and 
would now purchase his jewelry there. 
The feeling of customers against the tax 
applies just as much to the man who 
bought a $10 article as to another who 
purchased a watch for $1,735. As one 
dealer pointed out, customers resent the 
very idea of paying a tax, be it large or 
small. Fortunately the jewelers don’t have 
to say anything about the Federal tax of 
10 per cent charged by the manufacturer 
to them or added when they produce the 
article themselves, otherwise, he said 
their losses in sales would be very much 
larger. 

Customers’ reactions are, in many cases, 
based on the idea that the tax is not going 
to be used as a relief fund or to help out 
the state but really to build up a political 
machine. Also, they have the idea that 
on small amounts the merchant is profit- 
ing in charging 1 cent up to 30 cents, 2 
cents between 30 and 60 cents, etc. 

There has been one court decision de- 
claring the tax unconstitutional which has 
been appealed, but the tax is being en- 
forced until the appeal is decided. There 
seems to be an impression in official cir- 
cles that this decision will not be sus- 
tained, but if it is, all the money collected 
will have to be returned by the state to 
the dealer and by the dealer to the cus- 
tomer. 


Wisconsin Retail Jewelers and Mutual 
Fire Insurance Co. Meetings to 
be Held May 15-16 


MILWAUKEE, Wis., April 20—The 28th 
annual convention of the Wisconsin Re- 
tail Jewelers’ Association will be held 
at the Hotel Schroeder in this city Monday 
and Tuesday, May 15 and 16. 

‘The convention this year will be largely 
devoted to discussions by the members of 
various subjects of special interest to the 
trade. It is intended to select leaders to 
open such discussions and then invite 
members generally to take part. 

The annual meeting of the policyholders 
of the National Jewelers’ Mutual Fire In- 
surance Company will be held at the same 
place on Monday, May 15. 

The fire insurance company closed the 
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year 1932 with $15,731,220 of fire and 
windstorm insurance in force on jewel- 
ers’ stores, dwellings and other properties 
scattered over 44 states of the Union, 
Alaska and the District of Columbia. 

In 1932 losses incurred were $61,517.83. 
These losses were scattered over 38 states 
and more than 100 towns and cities, the 
total number of losses being 149. The 
dividends paid to policyholders in 1932 
amounted to $55,263.20. 





Oklahoma Retail Jewelers Hold 
One-Day Convention 


OKLAHOMA City, Oxkta., April 11.— 
George Holmes, Hennessey, was elected 
president of the Oklahoma Retail Jewel- 
ers’ Association at the close of its annual 
convention held in the Biltmore Hotel in 
this city. Other officers chosen were: 
M. O. Stanley, Ponca City, vice-president, 
and George B. Goldfarb, Oklahoma City, 
secretary. 

The association adopted a resolution 
attacking the proposed state sales tax. 
Among the speakers at the convention 
were Gomer Smith who talked upon taxes 
and Dr. Herman Schmidt who discussed 
precious metals. 





Federal Jewelry Taxes Collected in 
March Amount to $185,883 


WasHINGTON, D. C., April 21—The 
excise tax collected from the jewelry trade 
during March is reported by the In- 
ternal Revenue Department to have 
amounted to $185,883.51. 
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As this is 10 per cent and covers sales 
reported for the previous month, it in- 
dicates that the sales in February reported 
by our manufacturers, producers and 
importers amounted to $1,858,835.10. 





‘Illinois Watch Co.’s Headquarters 
Temporarily at Lancaster, Pa. 


Cuicaco, April 20.—Manufacturing op- 
erations at the Illinois watch factory, 
Springfield, Ill., were suspended on April 
i. After May 1, ali the normal func- 
tions—production, merchandising, distri- 
bution, servicing and material sales—of 
the Illinois Division of the Hamilton 
Watch Co., will be continued from Lan- 
caster. J. K. Keenan will continue to 
direct distribution and sales of Illinois 
watches. 

This consolidation of activities of ex- 
ecutives, craftsmen and technicians of the 
two divisions under one roof, according 
to a statement from Frank C. Beckwith, 
president of the Hamilton Watch Co., is 
a temporary and economic expediency to 
avoid excessive production which the 
present day market cannot absorb. 

Assurance is given that the Illinois 
watch line will continue as an active 
and progressive product. Its relations 
with its wholesale and retail dealers will 
not be affected in any way by this change. 

Until announcement of the reestablish- 
ing of Illinois Watch headquarters at 
Springfield, all correspondence pertain- 
ing thereto, should be addressed to Lan- 
caster, Pa. 
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